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G The stakes are set—goals for your next year’s 
accomplishment. 





7 





ETT eves 





! 
veel 


G Looking forward a twelvemonth, it is a safe 
assertion that, for casualty companies, any 
margin between expectation and actual attain- 
ment will be accounted for by lack of carrying 
capacity—not by shortage of facilities for the 
acquisition of business. 





rae | YE YH LLOO 


A a | 





@ Next to Surplus, which takes years to ac- 
cumulate, an automatic REINSURANCE outlet 
is the most valuable adjunct to underwriting 
service. And REINSURANCE is available with- 


in a few hours. 
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EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President CHESTER NEWMAN, Vice-Pres. and Treas. 
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KANSAS CITY 
Insurance Building 


CHICAGO NEW YORK 


Insurance Exchange 35 Nassau Street 


























a Ome ee II 








eee TTT 





Thies COON UTTER T NTNU 





Le 











Yu. 7 
i 


ATE. ‘SPECTATOR 





1119, 2 
- ) 9a 





















To the Man Who is Willing—and Will 


K Si 
CRRENDER aT SAN JAC 


ONT-TE 


We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 





For Contracts and Territory, address 


H. M. HARGROVE, President BEAUMONT, TEXAS 


ees 








We have something to offer in the way 


of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 








The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 











ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 























| The Acid Test for Strength, 
Liberality, Service and Low Cost 


places 





ID we 
——MOTMAL 
FE INSURANCE COMPANY 


OF GOSTON MASSACMUSETTS 


high on the list 






CAPABLE AGENTS WANTED 
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SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 


Insurance in Force 


Over $66,000,000.00 


HARRY L. SEAY, President 


LAWRENCE M. CATHLES, 
‘Vice President & Actuary 


P. N. THEVENET, Secretary 
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NOTICE 

E, S. Allen was in the employ of The Spec- 
tator Company as travelling solicitor between 
November 3 and November 30, 1920—a little 
short of four weeks—when his engagement 
terminated. 

He was sent on the road on the earlier date 
on trial, but on November 30 he ceased to 
represent The Spectator Company, and is no 
longer in our employ. 

In view of the fact that a subscriber ad- 
vises us that he had a transaction with E. S. 
Allen on December 22, when Allen represented 
himself to be still in the employ of The Spec- 
tator Company, this is to notify our numerous 
patrons that he is no longer in our service and 
that we have no knowledge as to his present 


address. 


N index to Tuk Srecraror for the 
A year 1920 is now in course of prep- 
aration, and those who make it a practice 
paration, and those who make it a practice 
to preserve the successive numbers, and 
who desire copies of the index, are re- 
quested to so advise the publishers, when 
a copy will be duly mailed. 
ARLY figures of a few of the life 
insurance companies indicate that the 
new business written last year exceeded 
that of the record-breaking year 1919, 
but it remains to be ascertained whether 
or not the general experience was equally 
satisfactory. In the fore part of 1920, 
business was almost universally good, but 
economic conditions grew rather more un- 
favorable toward the end of the year, so 
that, with many companies, the new writ- 
ings fell off somewhat. As a whole, how- 
ever, it seems likely that the vear just 
closed was a good one for the life insur- 


ance companies, leaving out of considera- 
tion the declines in valuations of securities 
owned by them. As these consist largely 
of bonds, which can generally be carried 
to maturity and will thus work out with- 
and of 


out loss, 


security for which has, as a rule, increased 


mortgage loans, the 


in value and saleability, the market de- 
cline is not so serious a matter as might at 
first be thought. Perhaps it may even 
afford the companies opportunities for 
future profit through wise investments 
made at low market levels. 


A 


as a writer of works of historical and 


PROMINENT insurance man, who 
is also known in the literary world 


biographical interest, completed his manu- 
script for a new book recently, and con- 
ferred with a publisher in regard to hav- 
ing it brought out. The publisher, a mem- 
ber of a big New York firm of interna- 
tional repute, told the underwriter that 
it cost three times as much as before the 
war to produce a book, and advised wait- 
ing until later to publish the work in ques- 
tion. The experience of this underwriter 
indicates some of the difficulties under 
which publishers have been operating for 
several years past, because it depends 
upon the character of the proposed book 
as to whether prices can be increased 
according to requirement. 


XN all probability the National \ssocia- 


tion of Insurance Agents is not out 
looking for a job, but if it is, there seems 
to be one for it in a certain southern 
town. There are some agents down there, 
who, if reliance can be placed in a recent 
report, are badly in need of a guiding 
Furthermore it would seem that 


tem- 


hand. 
the Association could win at least, 
porary, if not everlasting, gratitude from 
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Editorial 








the compamies, should it see fit to attempt 
to reform all agents who are guilty of 
thoughts similar to those expressed in an 
advertisement attributed to an agency in 
the town referred to. It is rather startling, 
in this enlightened day and age, to find 
that such ignorance of the basic principles 
of insurance exists anywhere, not to men- 
tion finding it among agents in the busi- 
ness. The headline of the said advertise- 
ment enjoined its readers to “Let It 
Burn.” Proceeding rapidly to the first 
line of the reading matter we find that 
“When you have a policy of auto fire 
insurance in our company, you should 
worry about your car.” And just as if 
that would not be inducement enough, 
they winningly add the suggestion that 
“the proceeds of your policy will provide 
you with enough cash to buy a new car 
of the same or even better manufacture.” 
The motto of this remarkable agency is 
“Real Insurance Service.” Irom some 
viewpoints, perhaps, such service is real 
Insurance service, but according to the 
ordinary acceptation of the word insur- 
ance they might better take as their motto, 
Plus”. Certainly 
offering a profit on a burned car is not 


“Insurance Service 


within the scope of the word insurance. 


L. Mississippi, the situation has not yet 

No indi- 
State 
revenue agent has any intention of with- 


been clarified to any extent. 
cation has appeared that the 
drawing his suits, nothwithstanding the 
public clamor in opposition to them, nor 
has the Governor given hope that he will 
call a special session of the legislature 
to deal with the laws which have led to the 
cessation of fire insurance operations in 
the State. 
has shown his willingness to do anything 


The Insurance Commissioner 


in his power to help citizens to secure 
insurance and companies to write it, but 
has no power to halt the action of the 
revenue agent. <All concerned are, there- 
fore, in a state of watchful waiting. 


Good Wishes for the New Year 
In acknowledging the kind wishes of many 
friends of THe Spectator for the coming 
year, we desire to express our sincere hope 
that 1921 will prove a successful year for the 
insurance business and all engaged in it. 
As some one has written: 
May you have the Vision to see 
the Possibilities before you, the 
Faith to believe in their ultimate 
Realization, and the Power to 
make your Beliefs come true. 
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NEW YORK SURVEYS 

A Bucket Brigade.—That the most an- 
cient and original method of fighting fire 
has not passed away is shown by a report 
of a fire in England, recently in which a 
brigade of 700 men lined up and passed the 
buckets at a fire. They put the fire out. 

Cheerful Times on the Street.—Now that 
the year has passed and the street will not 
find it necessary any longer to look gloomy, 
We may expect some sunshine on the faces 
of the underwriters for a few months at 
least. This is the normal working of the 
matter, and the present year does not ap- 
pear to forecast any difference from pre- 
vious years. The Be cheerful 
from January 1 to July 1, and gloomy from 
July 1 to December 31. 

The New Baby Organization.—The [*x- 
amining Underwriters’ first meeting after 
the completion of its organization is sched- 
uled for the Thursday of this week. It 
promises to be and probably will be a most 


rule is: 


successful affair. Like all new organiza- 
tions it has started well. The real test 
is still before it. 

The Lectures This Week.—The stated 


lectures in the insurance courses of the in- 
surance socicty this week include the sec- 
ond lecture on the Standard Fire Insurance 
Policy by Owen A. Marrin, of the North 
British & Mercantile; the third lecture on 
Policy Forms and Clauses by Wm. F. Bar- 
ton, of the same company, and the first lec- 
ture on Sprinkler Equipments by Edw. P. 
Boone, Superintendent of the Sprinkler De- 
partment of the New York Fire Insurance 
Exchange. The students are returning to 
their work after the ten days’ vacation with 
a good deal of renewed interest. 

A Sprinklered Office Building.—We be- 
lieve for the first time in this territory an 
office building with complete sprinkler 
equipment is just being rated. 
ment is not of a standard to rate the build- 
ing on the sprinkler schedule, but it is an 


The equip- 


equipment which is throughout the build- 
ing, and so entitles the risk to a very sub- 
stantial allowance. It is unique in its class, 
and is the only office building, 
in connection with large 
turing plant, which is sprinklered. 


unless it be 
manufac- 
It is to 


some 


be occupied by a banking house. 
Encouraging News.—l'rom two quarters 
news has turned up within a few days in 
regard to some effort being made concern- 
ing the condition of New York Harbor on 
account of the oil discharges. One of these 
was a request by the Army Engineer Corps 
of Congress for certain funds for the em- 
ployment of more deputies to oversee the 
matter, and also a strong letter from the 
New York Commissioner to the city Gov- 
ernment, asking that this matter be taken 


up actively at once. He ciied the case of 
the recent fire in New Orleans as showing 
the possibilities here. It is only a question 
of time, unless this matter is actively dealt 
with, when New York will have a serious 


harbor fire, and when one considers the 


properties exposed to loss by such a fire, it 
to expect no large 
funds re- 


would seem reasonable 
delay in securing the modest 
quired. 

As to Foreign Languages.—Considcring 
the cosmopolitan population of New York 
City with so many who do not speak the 
[english language, we wonder how many of 
the juniors in the business have given a 
thought to equipping themselves with one 
or more languages, at least to the extent 
of a knowledge sufficient for purposes of 
business. It would be quite an asset to 
any-one of them. 

Reuben Samuels Agency to Move.— 
Charles F. Noyes Company has leased for 
Henry Allen the seventh floor of the new 
seven-story Allen Building, 119 Fulton 
street, New York, extending through to 50 
Ann street, to The Reuben Samuels Insur- 
ance Agency, now at 80 Maiden Lane, for a 
aggregate rental of 
other 


term of years at an 
$40,000. Leases for 
floors are pending with insurance interests. 


about several 


PHILADELPHIA NOTES 

Suburban Department Opened.—The In- 
surance Company of North America has 
opened a Suburban Department on the first 
floor of the home office here in charge of 
Percy K. Tomkins. 

B. D. Prince in New Offices.—Burling 
D. Prince has moved his office from No, 
406 Walnut street, to the building recently 
purchased by him at 327 Walnut strect, 
where he will continue to conduct his 
agency. The Prince agency, while one of 
the newer Philadelphia offices, is growing 
by leaps and bounds, and the new quarters 
were necessary to handle the large volume 
of business now being written. 

Independent Associates Take New Name. 
—Independent Associates of this city are 
changing their name to Brown Crosby and 
This is done because of the diffi- 
culty along the street with 
brokers and agents becoming confused with 
the former name. 


Company. 
experienced 


CHICAGO AND THE WEST 
Rod of Aaron Meeting.—Thie 
meeting of the Rod of Aaron, an organiza- 
tion of Western Fire Insurance men, was 
held last week at the Great Northern Hotel, 
About sev- 


annual 


following an Oriental Banquet. 


enty were present, the guests of honor 
being Robert C. Hosmer, Assistant Man- 
ager of the Western Department of the 


4 


La 


National Liberty; Everett T. Tanner, Ex- 
ecutive Assistant to Walter D. Williams, 
Assistant Western Manager of the Security 
of New Haven and the Reliance, and Wil- 
liam N. Frink, Agency Superintendent of 
the Royal. Mr. Hosmer was presented with 
a humidor, Mr. Tanner with a camera, and 
Mr. rink with a golf bag, the address being 
made by Royal A. Buckman, of the Royal. 


The following officers were elected: 
Worshipful Aaron, Royal A. Buckman; 
Worshipful Moses, Robert C. Hosmer; 
Grand High Priest, Everett T. Tanner, 


High Priest Nadib, A. S. Jacogs; High Priest 
\debia, Melvin Le Pitre; High Priest Elezar, 
Ralph Woltersdorf. 

Hail Association Meeting.—A special 
meeting of the Western Hail Association 
was held in Chicago last week, to consider 
the resignation of the Great American, 
also the resignation of C. R. Street, Presi- 
dent, but action on both propositions was 
deferred. 

L. & L. & G. Opens Brokerage Depart- 
ment.—The Liverpool & London & Globe 
las Opened a brokerage department at its 
Chicago where insurance may be 
bound, covering property located anywhere 
in the United States or Canada. The new 
department will be under the direct super- 
I. Wells, Agency Superinten- 


office, 


vision of E. 
dent. 

Local Agency Expanding.—The agency 
firm of W. F. Jacobs & Co., has been ap- 
pointed sole agent in Cook county, for the 
American National Fire of Columbus, here- 
Chicago by Law 


tofore represented in 


Brothers. 


PACIFIC COAST ITEMS 

Coast Loss Ratio.—The fire loss ratio 
for the entire Pacific Coast, it is estimated, 
will approximate thirty-eight per cent, 
which is a slight increase over the record 
for 1919. The Pacific Coast departments 
generally are reporting an increase for the 
year in premium receipts with cancellations 
less than normal. The smaller offices, from 
the reports available, will show the greatest 
gains, the increase in many instances being 
as high as fifteen per cent. 

Knickerbocker in Californiaa—One of the 
main topics of interest in San Francisco fire 
insurance circles is the surrender of the 
general agency of the Knickerbocker of 
New York, by the Stockholders’ Auxiliary 
Corporation of the Bank of Italy. The res- 
ignation became effective on January 1, 
six months before the termination of the 
contract. The Stockholders’ Auxiliary Cor- 
poration has applied for membership in the 
San Francisco Brokers’ Exchange, and will 
confine its operations henceforth to a gen- 
eral brokerage business for the convenience 
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of its clients. To become a member of the 
Brokers’ Exchange, it will also be neces- 
sary for the Stockholders’ Auxiliary Cor- 
poration to resign the general agency of 
the Nevada Fire which, it is understood, 
will follow at an early date. A. P. Lange, 
who has been managing underwriter for rhe 
general agency of the two companies named 
has accepted the position of superintendent 
of agencies of the Massachusetts Fire and 
Marine, which is now represented on the 
Pacific Coast through the Geo. H. Tyson 
The Nevada Fire, it is reported, 
will establish a branch office in San Fran- 
cisco to handle its California business which 
will be reported direct to the home office. 
The represented in the 
other Pacific Coast States by T. H. Wil- 
liams, Vice-President of the Pacific States 
Fire of Portland, Oregon. A rumor now 
current, but in no substantiated, is 
to the effect that the Mullin, Acton & Mc- 
Donald office, which holds the general 
agency for the American Equitable, 
other Corroon & Duffey company, will be 
appointed the California representative of 
the 


agency. 


Knickerbocker is 


way 


an- 


Knickerbocker. 

Balfour-Guthrie Agency Moves.—The 
Balfour-Guthrie general agency moved last 

into new $2,000,000 building at 
corner of California and 
streets. In addition to occupying the ground 
which 6000 square the 
agency will use the mezzanine floor for its 


week its 


the Sansome 


floor covers feet, 
accounting and loss departments, and the 
basement for its supply department. The 
agency represents the American of Newark, 
Camden, North China Insurance Company, 
LLtd., Queensland Insurance Company, Ltd., 
Union Insurance Scotch Under- 
writers, Rochester Department Great Amer- 
ican and Caledonian. 

Phoenix Subsidiary on Coast.—The 
George H. Tyson general agency has been 
appointed representative of the Reliance 
Fire of Canada in the British Columbia ter- 
ritory. The Reliance Fire is the newly or- 
ganized subsidiary of the Phoenix of Hart- 
ford. 

Golden Gate Pond.—The Gate 
Pond of the Ancient and Honorable Order 
of the Blue Goose was established in San 
Francisco, on December 28. Chas. L. Bar- 
sotti Most Loyal Gander; E. 
the Flock; J. 
the Goslings; 


Society, 


Golden 


was elected 


Pinney, Superintendent of 
Stevens, 


W. 


Custodian of 


Chas. Van 
H. Young, 


Tage, Guardian of the Nest, F. 
Keeper of the Golden 
H. Schively, Wielder of the 
The Pond off with a 
charter membership of over one hundred. 
New Brunswick Reinsuring.—The New 
Brunswick Fire is retiring from the Pacific 


Goose 


Egg, 


and J. 


Goose Quill. starts 


Coast and reinsuring all its business in this 
department in the United States Fire. 
Sixteen Insurance Legislators.—The Cali- 
fornia legislature, which convened on Janu- 
ary 3, included in its ‘membership sixteen 
insurance men, which is taken as a hopeful 
indication that no inimical legislation will 
be attempted. In addition to California, six 
other Pacific Coast States and one territory 
will convene in legislative this 
month. Alaska, Washing- 
ton, Oregon, Arizona, Nevada, 


session 
These include: 
Idaho and 
Montana. 


BOSTON AND VICINITY 

L. W. Cottrell Appointed.—L. W. Cottrell 
has been appointed special agent of the 
L. & L. & G, and the Star of America for 
the State of Massachusetts, to assist State 
Agent F. W. Bauer. Mr. Cottrell will make 
his headquarters with Mr. Bauer at the L. 
& L. & G. office in 

New Massachusetts F. & M. Offices.—The 
arrangements completed, 
whereby the stock of the Massachusetts 
Fire & Marine passes into the hands of 
new owners closely identified with the Great 
American, the new head office of the com- 
pany will be transferred from the present 
quarters of John C. Paige & Co. The 
latter will retain the 

New Members of Underwriters Bureau.— 
The Niagara, Hanover, Massachusetts F. & 
M. and General Agricultural, were 
elected last week to active membership of 
the Underwriters’ Bureau of New England. 


Boston. 


having been 


3oston agency. 


and 


Take command of yourself, then, and keep 
your mind focused on the main point. 

A prize essay contest, the subject being “Fire 
Prevention,” has been arranged for high and grammar 
school students at Cranford, N. J., the prizes to be 
given by the Village Improvement Association and the 


Wednesday Morning Club. 


—Directors of the Liberty Fire Insurance Company 
of St. Louis have decided to add $200,000 to the 
company’s surplus, $125,000 December 31, 1920, and 
$75,000 subject to the call of the 


the remaining 


treasurer. 


MISSISSIPPI SITUATION 


Companies Get Another Thirty Days 
in Which to Present Their Case 


Dismissal of Suits Against Purely Rein- 
surance Companies Sought 
[Special Dispatch to THe SpecraAtor| 

Jackson, Miss., Jan. 5.—Contrary to expec- 
tations, the anti-compact suit of the Mississippi 
revenue agent against 138 fire insurance com- 
panies was not tried when the Hinds County 
Chancery Court met in Jackson last Monday. 
C. J. Doyle of Springfield, Ill., and R. L. Me- 
Laurin of Vicksburg, Miss., appearing for the 
companies, petitioned Chancellor Stricker to 
which to answer 
Although 


the companies had already been granted an ex- 


allow them further time in 
the brief filed by the revenue agent. 


tension of fifteen days in view of the magni- 
tude of the the granted a 
further extension of thirty days, so that the 
case will probably not come up for hearing 


suit, Chancellor 


on its merits earlier than February 1. 

The State revenue agents, however, served 
notice that they would immediately proceed 
with taking of depositions by special agree- 
ment. The depositions will be taken in the 
offices of the several fire agencies in Jackson to 
obviate the necessity of bringing to the court 
house truck loads of documentary evidence. 

A motion will be filed Chancellor 
Stricker asking dismissal of the suit insofar 
as it applies to companies engaged in reinsur- 
ance only. Of the companies named in the 
revenue agent’s complaint, only about seventy 
cover fire risks by direct contract, the remain- 
ing companies confining themselves to reinsur- 
ance operations. It is claimed in their behalf 
that they have no dealing whatever with the 


with 


Rating and Inspection Bureau. 

A surprise was sprung in local business 
later when Insurance Commissioner 
stated that fire companies would be per- 
mitted with his sanction to write risks under 
Section 2609 of the Mississippi Code of 1906. 
This provides that any person may make ap- 
plication through a broker to a company form- 
erly regularly licensed in Mississippi and that 
policy may be issued and delivered through 
the broker, provided that latter has qualified 
under the terms of the section of the Code 
named above. Many persons were hopeful that 
this would afford some relief from the present 


circles 
Henry 
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FARM MORTGAGES 


Again Stand Out in Bold Reliet in their Inherent Virtue 


ESPITE the tremendous shrinkage in the value of stocks and bonds, Farm Mortgages have never deviated 
one penny and continue to be worth Par and Accrued Interest in the face of the most acute financial upheaval, 
war or industrial depression. They will remain at Par five or ten years from now. 


Nearly half a billion dollars was lost to investors during 1920 in 31 
Stocks, listed on the Chicago Stock Exchange as per the following table: 


No. Shares High Price Close Net loss 
Security— Issued 1920 Nov. 15 1920 

Goodyear Tire and Rubber.... .. 1,600,000 *110 42 $68,000,000 
Sears, Roebuck & Co............. ...... 1,050,000 *162 106 58,800,000 
Union Carbide and Carbon....... oom nin’! poo eeaegeoe ede? 79 55 56,193,648 
Sof (oe XC pees ar acaviee BSOO000 1333¢ 991, 50,812,500 
Swift Internacional............... ; ; ...... 1,500,000 5914 2614 49,875,000 
National Leather.............. ; oe ... 3,000,000 1816 8 31,500,000 
International Harvester....... ; oo .... 900,000 *12014 96 27,225,000 
Libby, McNeil & Libby........ —_ .....+ 1,280,000 32 1014 27,200,000 
Montgomery Ward & Co..... ; ...... 850,000 42 20 18,700,000 
Armour & Co.. eee ...... 600,000 11334 884 15,300,000 
Stewart-= Warner Speedometer. i. Joes ees 460,000 51 26 11,500,000 
Continental Motors.............. .o eee ee 1,453,795 1414 74 10,500,014 
Cudahy Packing Co.. on ..... 172,495 10414 57 8,193,562 
Willys Corp. Ist preferred ere : ; ......+ 150,000 100 40 9,000,000 
Wilson & Co.. sia ite Paes ........ 200,000 8214 47 7,025,000 
Hupp Motor Corp. poet dieters bn Ge retsaceracaee  OROZIO 235% 1134 6,065,618 
Orpheum Circuit... ..........5.... bode ... 548,955 35 25 5,489,550 
ee , sce SROCO 75 15 5,400,000 
Mitchell Motor... .............4... ; tevnasaces —AZ5000 44 7; 4,625,000 
Hartman Corp.. eR eee teseeeeasseese 120,000 10814 72 4,260,000 
Booth Fisheries....... 566 ote eer a Jose... ee... 250,000 15 44 2,625,000 
Booth Fisheries preferred .. ee : Lb au. Gas 49,998 75 32 2,149,914 
Western Knitting Mills............ tosses sesee. 140,000 25 10 2,100,000 
J. 1. Case Plow Works.............. tivaedaive | Z5R000 2414 9 1,937,500 
Temtor Corn ‘‘A’’. Scscainesti Scena alt ...... 137,500 49 35 1,825,000 
Nunnally Candy. . : ; -o..e. eee. 160,000 23 1314 1,560,000 
Montgomery Ward & Ca: preferred pee sie Ab bnd Bon eoE Sys 80,000 108 92 1,280,000 
J. 1. Case Plow Works 2d pfd..... a ere 35,000 9856 65 1,176,888 
William Davies Co. ‘‘A’’.. oe ieees ..... 100,000 50 42 800,000 
American Steel Fosndeles: pid snare oh  Gyieados oo Gat as 84,215 931% 8414 757,935 
United Iron Works.............. = sinc tebe 25,000 *40 15 625,000 

MMR SAN RE 8 Laci Re Sti tring 8 ohh Bes RO or Hi Stas cabvn ea egal sae eae Riv Mp ano aA Goa taboo. ese ovine TEs $492,502, 129 


*After allowing for extra stock dividends. 


Even more sweeping declines have occurred in many of the industrial stocks on the New York stock exchange. 

The moral of the showing of the tremendous shrinkage of stocks as shown above is obvious. 

Invest in non-fluctuating—non-speculative Farm Mortgages and insure your income against loss. 

Farm Mortgages represent character and safety. They are the great life insurance companies’ preference; 
the widow’s best friend. 

Farm Mortgages are an indestructible security netting 7 per cent per annum. 

For 36 years we have dealt exclusively in Farm Mortgages. 

Send for our booklets ‘‘Why Collins Farm Mortgages Are Safe’’ and ‘‘As Others See Us.”’ 

They will tell you all about Farm Mortgages and the superior dependability of our offerings. 


The F. B. Collins Investment Company 


Members Farm Mortgage Bankers Association of America 


727 Monadnock Block, Chicago Home Office: Oklahoma City, Oklahoma 
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King, Alley and Lawrence, Inc. 


Underwriters 


136 William Street 
New York 


Acceptable risks solicited in all parts of the 
United States, Canada and Cuba 


B. J. Alley, Vice-Pres. 














critical situation, but it was stated that it 
would only help those persons who had small 
lines and that many companies would not even 
entertain an application under this ruling. 
However, more than one firm has qualified 
as agent under the section, and Commissioner 
Henry states that he will do everything he can 
within the scope of his office to assist the people 
of the State. 

In an interview granted to THE SPECTATOR 
correspondent, Insurance Commissioner Henry 
said that he was getting a great many inquiries 





The Liberty Fire 


Insurance Co. 


Announces— 


That, in compliance with our 
promises to agents and the public, 
$125,000 was added to its sur- 
plus as of December 31st, 1920. 
This in addition to $50,000 placed 
there June 30th, 1920. $75,000 
in addition was voted by the Board 
of Directors to be called for and 
placed to the surplus account when 
business warrants. 


LINES WRITTEN 
Fire, Lightning, Tornado, Rent, 
Use and Occupancy 
Automobile Fire Floater 
Riot and Civil Commotion 


The Surplus will be further in- 
creased from time to time as 
business warrants. 


Home Office 
TITLE GUARANTY BLDG. 
ST. LOUIS, MISSOURI 














from parties who, owing to the State revenue 
agents’ suit, have been left without the proper 
amount of insurance, or will soon be placed 
in a position where they cannot obtain renewals 
on present business, and asking him what they 
could do under the circumstances. He has re- 
plied to these that there are already evidences 
that the State will be flooded with circular let- 
ters from wildcat insurance companies, most 
of whom are insolvent, and entitled to no con- 
sideration, and he warns the people that they 
would do well to be very particular before 
placing insurance with a company of that kind. 
He advises them that where it is possible, they 
should always get in touch with their local in- 
surance agents who can be depended upon to 
give them the best suggestions in their power, 
and who will always protect them to the best 
of their ability against the purchase of worth- 
less insurance. 

He further states that under that under Sec- 
tion 2609 of the Code of 1906 provision is made 
for placing excess lines on insurance that 
cannot be placed in companies licensed in Mis- 
sissippi. While this section was only intended 
primarily to cover large excess lines, there is 
no reason why it cannot be measureably used 
in the present exigency to relieve somewhat the 
demoralization. 

Mr. Henry also states that no fire insurance 
company has notified him of its withdrawal from 
the State, and that while nearly all of them 
have notified their local agents to write no new 
business or renewals of business now in force 
until the situation can be relieved, all com- 
panies that have been licensed in Mississippi 
are still licensed and will remain here at least 
until their license expires February 28. They 
are ready to resume business whenever a satis- 
factory agreement can be had with the revenue 
agent or when there is a settlement of the ques- 
tions at issue by the courts. 

Other States have gone through the same 
difficulty, Mr. Henry says, as now obtains in 
Mississippi, and the demoralization has always 
caused an influx through the mails of litera- 
ture from wildcat and irresponsible companies. 
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Evidence now exists that this has already com- 
menced in this State and the Insurance Com- 
missioner expects it to continue, but trusts that 
the people will be very careful. Unlicensed 
companies cannot be sued in the State, thus 
placing the policyholder at their mercy. 
Commissioner Henry further states that he 
is prepared to license all fire companies, 
whether board or non-board companies, that 
can comply with the laws. He does not feel 
that he can be justified in licensing any other 
kind. Up to the present he has received very 
few applications for licenses from fire insur- 
ance companies and these were small com- 
panies that did not have the assets required by 
the laws. Mr. Henry has expressed sincere 
regrets over the action of the revenue agent 
and feels deep concern for the people of the 
State. He regards the present situation as a 
menace to the credit of Mississippi citizens. 


Alien Property Legislation 

The immediate release and return to the 
original owners of all moneys and property of 
every kind or character, or the proceeds of 
such property where the same has been sold, 
which were seized or taken over by the Alien 
Property Custodian during the war, is provided 
for in a bill introduced in the House of Rep- 
resentatives by Congressman Caldwell of New 
York. Claimants under the terms of the meas- 
ure would be required to show that they were 
not indebted to the United States for income 
or other taxes before securing the return of 
their money or property. 





THE SUPERIOR 
FIRE INSURANCE CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 
EDWARD HEER, Sec’y & Treas. 





Why not make room in your 
agency for a conservatively-man- 
aged, medium-sized American 
Company whose indemnity, treat- 
ment of agents and assured, will 
bear inspection for nearly half a 


century? 

Capital............ $500,000.00 

Surplus to Policy 
Holders......... $981,011.90 

POs 056s eee $2,644,765.88 
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i fraE BIG MEN 
- ) BIG INDUSTRIES 


AND 


DP esiea fp BIG INSURANCE 
GRAND Raraig= MicHtGAN COMPA NIES 


are characteristic of the State of 


MICHIGAN, the home of the 


THE PENINSULAR FIRE 
INSURANCE CO. of AMERICA 


GRAND RAPIDS, MICH. 


THE COMPANY THAT SATISFIES THE NEEDS OF 
AGENTS AND POLICY HOLDERS 


A STRONG, GROWING ORGANIZATION 


Statement, September 30, 1920 





Unearned Premium Reserve...........................+- $211,911 
III: 6.154 +oveqpereenaehenanaanngqumeianaiantes 19,643 
; Capital Paid Up $876,850 
Surplus to Policyholders Not Surplus 377,107| 1,253,957 
PING, 5.5: «5:90 0.0 ds weniedueuduianaiextomanaledeue $1,485,511 
COLON C. LILLIE J. FLOYD IRISH 
President Secretary and Managing Underwriter 
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MASS. F. & M. CONTROL PASSES 


Great ‘American Interests Secure Nearly 
Ninety Per Cent of Stock 


Control of the Massachusetts Fire and Ma- 
rine Insurance Company has passed to interests 
allied with the Great American Insurance 
Company of New York by a change of owner- 
ship of nearly 90 per cent of the capital stock. 

Charles G. Smith, president of the Great 
American, has been elected vice-president of 
the Massachusetts and also a director. Walter 
Adlard and John J. Downey continue as secre- 
taries. The home office will be continued in 

3oston and the New England business will re- 
main under the supervision of Messrs. Adlard 
and Downey. 

George H. Tyson of San Francisco has been 
appointed general agent for the Pacific Coast 
States effective January 1. The Western de- 
partments of the two companies will be con- 
solidated. For the balance of the territory, 
agents will report to the Great American office 
in New York, where the business will be han- 
dled as for the American Alliance and the 
Rochester. 

The annual meeting of the company will be 
held in February, after which further changes 
may be announced. 


Examining Underwriter’s Dinner 

The Examining Underwriters Association of 
New York will hold its first dinner this even- 
ing at Stewart’s restaurant. Nearly two hun- 
dred tickets had been sold early in the week, 
and it is expected that a capacity crowd of 275 
will be present this evening. 

R. A. Richards of the New York Under- 
writers Agency is the chairman of the enter- 
tainment committee. He has arranged several 
musical and humorous. sketches. L. C. 
Williams, general adjuster of the Atlas of 
London, will be the chief speaker of the even- 
ing. E. R. Hardy, assistant manager of the 
New York Fire Insurance Exchange, will also 
give a short talk. 


West Virginia Fire Underwriters 
Following the acceptance of the resignation 
of H. C. Carpenter, State agent of the Conti- 
nental, as president of the West Virginia Fire 
Underwriters Association, Howard S. Nulton, 
vice-president of the association, was advanced 


to the presidency by the executive committee. 
Mr. Nulton is special agent of the Niagara 
and has been active in the affairs of the asso- 
ciation, having been its president previously. 

The association has just completed a new 
handbook of rules and forms to become ef- 
fective February 21, 1921. 


Kansas Agents Organize 

The Kansas Association of Insurance Agents 
was organized last month at a meeting in 
Wichita. This is the third State association 
since the Des Moines meeting of the National 
Association. The following officers were 
elected : 

President—Elmer Reese, Wichita. 

Vice-President—R. P. Cravens, Salina. 

Secretary-Treasurer—Chas. G. Blakely, Jr.. 
Topeka. 

Executive Committee—J. C. Kelley, Wichita, 
chairman; Albert Mebus, Kansas City; W. S. 
Thompson, Hutchinson: Fred A. Gould, Ar- 
kansas City; Carl W. Trapp, Topeka; Austin 
Stone, Wichita, and Earl R. Hutton, Wichita. 





R. S. Britton, Appointed 

The Atwood Fire Insurance Company, or- 
ganized recently by interests connected with 
the Preferred Accident, will have as managing 
underwriter Russell S. Britton. Mr. Britton is 
already at work on plans to develop an agency 
plant for the company, which is licensed in ten 
States. 

Mr. Britton has been underwriter for the 
New York Suburban and New Jersey territory 
of the Liverpool and London and Globe. He 
had previously been a special agent of the 
Law, Union and Rock and before entering the 
army was with the New Brunswick Fire. He 
is president of the United States Brokerage 


Company, Inc., local agents at New Bruns- 
wick, N. J. 
-The Fire Underwriters Association of Hudson 


County held a Christmas party last week at the Down- 


town Club, Jersey City. President Joseph O. Appel 
presided. 

—The Cincinnati Fire Underwriters Association 
will endeavor to induce the National Association of 
Insurance Agents to hold its midwinter meeting in 
that city next March. 

Dargan & Turner of Atlanta have taken into the 
firm Percy Putnam, I. M. Callaway, J. A. Nicholson 
and C. C. Ferris. All of these have been associated 


with the company for several years. 


O’KEEFFE & LYNCH CHANGES 
Messrs. Dillmeier, Cooper and Fort in Ex- 
ecutive Positions 
O’Keeffe & Lynch, insurance brokerage firm 
at 43 John street, announce several changes in 
the conduct of their business for the current 
year. Three of the employees have been pro- 
moted to executive positions, the new organiza- 
tion now being officered as follows: President, 
Arthur J. O’Keeffe; vice-president, Frank J. 
Lynch; treasurer, Leslie R. Fort; secretary, 
A. J. Dillmeier ; assistant secretary, Edmund L. 
Cooper. The active management of the brok- 
erage business will be in the hands of the 

three last named. 

Mr. Dillmeier and Mr. Cooper have been 
identified with O’Keeffe & Lynch for a num- 
ber of years. Prior to joining the firm Mr. 
Dillmeier was with P. K. Wilson & Company 
for fourteen years. Mr. Cooper was with the 
insurance department of the West India Oil 
Company. Mr. Fort, before service in the 
army, -was owner and publisher of daily news- 
papers in New Jersey, and also served three 
years aS secretary to the governor of New 
Jersey. He is brother of Franklin W. Fort, 
vice-president of the New Jersey Insurance 
Company and secretary of the Eagle Fire In- 
surance Company of New Jersey. 





Etna Classes in Insurance 
The 4Etna’s winter classes in insurance have 
been announced as follows: 
January 10—Inland Marine Lines—Transit, 
transportation, motor truck contents, tourist 
Hoater, jewelry floater. 


January 17—The Present Status of Auto- 
mobile Insurance Rules and Rates: Aircraft 
Insurance Development—Fleet rates, experi- 


ence rating, automobile coverages. “ 

January 24.—Fire Insurance Allied Lines— 
Rents, profits, leasehold, use and occupancy, 
business interruption, legal liability in water 
damage insurance, engine breakdown. 

January 31.—The Broker’s Part in Prompt 
and Satisfactory Claim Service—How the 
broker should present the claim to the com- 
pany, personal injury and property damage 
claims, material loss or damage claims. 

February 7.—The Present Status of, Com-~ 
pensation Insurance; Rules and Rates—Im- 
proved coverage under compensation and pub- 
lic liability policies, pavrolls, inclusion of high 
salaried men, contractors’ coverage, liability 
of owner on straight contract work, liability 
of owner on percentage work. 








CAPITAL $500,000. 


CITY 


CAPITAL $250,000. 


NORTH BRANCH FIRE 


INSURANCE 
COMPANY, 


INSURANCE 
COMPANY, 


INCORPORATED 1911. 
NET SURPLUS $160,473.14. 





OF PENNA., 


INCORPORATED 1870. 
NET SURPLUS $68,381.07. 


SUNBURY, PA. 


ASSETS $1,392,556.14 


PITTSBURGH 


ASSETS $660,328.77 
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H. E. REX, Sec’y=Treas 





EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 





lowa State Traveling Men’s Association 


**Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May Ist, 1921, for $2.00 


Write tor Application Blank 
DES MOINES, IOWA 
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Great American 
Ansurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


y ite FOR ALL OTHER LIABILITIES 


17,191,302.37 


Ed, SURPLU 


{1 010,376. 51 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


Company now owns 


The 
$10,000,000 U.. S. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H; McGEE & CO., Gen’! Agts 
15 William Street, New York City 


Western Department 
WALTER H. SAGE, Gen’! Mgr. 
INGRAM & LERCH, Managers 
76 West Monroe St., C hicago, Il. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 











“The Leading FIRE INSURANCE Co. of America” 


net 


WM. B. CLARK, President 


One Hundred and One Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


183,000,000 





THE GREAT-WEST LIFE 


not only gives its Agents the best of Policies to sell—but helps them, 
by instruction and continual co-operation—to sell these excellent 


Policies. 
Ask for Agency terms 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office = Winnipeg 








We take pleasure in announcing 
that we are now occupying our new 
building at 47 Beaver Street, New 
York. 


The steady growth of a conserva- 
tive but forward looking business, 
which has made these larger quarters 
a necessity, could not have been at- 
tained without the aid and whole- 
hearted cooperation of our business 
friends. We would be lacking in ap- 
preciation were we to make this an- 
nouncement without expressing our 
grateful recognition of this fact. 


THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 
of New York 


47 Beaver Street 
N.Y. 
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INTER-STATE PARTLY REINSURES 


Commonwealth Takes Over Most of its 
Business 


As of December 31 the Commonwealth In- 
surance Company of New York has reinsured 
the outstanding business of the Inter-State 
Fire Insurance Company of Detroit with the 
exception of the latter’s automobile business 
and the business’ which it has acquired by re- 
insurance. The Inter-State will continue its 
membership in the reinsurance group of Frank- 
lin W. Fort of Newark, N. J. 

The Inter-State is a small company operat- 
ing in the Middle West. It has an agency plant 
in the Lake States, which the Commonwealth 
will develop. At the close of 1919 it had a 
capital of $259,150 and a surplus of $48,523. 
Its premium income was $386,940. On account 
of its small surplus the company has never 
been able to write a very large volume of busi- 


ness. The president of the company is C. A. 
Palmer, former Insurance Commissioner of 
Michigan. 


C. R. Street’s Arrival Delayed 
Charles R. Street, newly elected president of 
the Fidelity-Phenix Fire, has been unable to 
reach New York this week. however, 
expected the early part of next week. 


He is, 


ALBERT F. DEAN RETIRES 
Western Management of Springfield F. & 
M. Changes 


Albert F. Dean, Western manager of the 


Springfield Fire and Marine, has retired as of 


January 1. He will continue to be connected 
with the company as resident director in Chi- 
cago. 
John C. 
will 


Harding and William H. Lininger 
become joint managers as Harding & 
Lininger. They have heretofore been assistant 
managers. Edwin G. Carlisle 
ant manager as does Charles E. Varley. 

Mr. Dean has not only made a splendid 
record as an underwriter, but is also well 
known for his development of the Dean 
schedule which is in use throughout Western 
Union territory and is now being applied 
New England. He served in the Civil War 
and after ten years of business life in St. Louis 
connected with the Springfield as 
cashier. Later he became a special agent and 
in 1886 was appointed assistant manager. He 
became manager on the death of Major A. J. 
Harding in I912. 

Mr. Dean was a student of mathematics and 
evolved the Dean system of rating after long 
He is a noted writer and lecturer upon 


becomes assist- 


became 


study. 
rating subjects. 


Mr. Harding, who becomes joint manager, 
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NATIONAL UNION 


Fire Insupance Co, 
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Premium Reserve - < : 


Bf 


Assets - - - . A 


(PENNSYLVANIA STANDARD) 
JANUARY 1, 1920 


Cash Capital ae AOR pe 


Surplus to Policyholders = - ° 


| Agents writing Fire, Tornado, Rent, 
Business Interruption, Leasehold, 
Profit. Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
against Fire, Theft, Collision and Prop- 
erty Damage, find the NATIONAL 
| UNION a valuable acquisition. Faith- 
| ful service and surprisingly good facil- 
_ ities are accorded as a matter of course. 
For enterprising agents it is a good 
Company by every test that counts.) & 


SLL aS ae ee a is the son of the 
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a] "A hg Harding, who 

ry : ai = established the de- 
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ry | ry educated at Prince- 

ry Aj ton and _ entered 


the employ of the 
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company as an in- 
spector in 18605. 
He served in vari- 
ous capacities un- 
til, in 1899, he took 
charge of the loss 
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department, later 

becoming general 

$1,000,000 adjuster, superin- 

3,622,274 tendent of agencies 

1,954,749 and, in 1911, assist- 
6,176,156 ant manager. 


Mr. 


who also becomes 


Lininger, 
joint manager, 
was educated at 
Oberlin. He started 
farm agent 





as a 
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and later became a 





= field man for the 
= Springfield. He 
as was called to the 
v Chicago office in 
Ray «IOI. 

3 Mr. Carlisle has 
S been with the 
a Western  depart- 
Mi ment of the 
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eral capacities for 
years. He 
second 


many 
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became 


assistant manager in Ig1I. Mr. Varley came 
to the Springfield in 1912 to take charge of the 
sprinkler, improved risk, and service and 
brokerage departments. He had _ previously 
been with the North British and Mercantile, 
Ltd. He was admitted to the Illinois Bar in 
1904. 


Suit Over German-Owned Bonds 

Robert T. Crew, Superintendent of Insur- 
ance of Ohio, has been ordered by a Federal 
judge to turn over to the Alien Property Cus- 
todian $400,000 of bonds deposited with the 
Insurance Department, by the Mercury Rein- 
surance Company, Cologne Reinsurance Com- 
pany, South German Reinsurance Company 
and the Minerva Retrocession. This was the 
result of a friendly suit brought a few days 
ago in the Federal Court by the Alien Property 
Custodian. 


Dinner to C. E. Porter and F. W. Koeckert 

Officers, department chiefs and field men at 
the New York office of the Commercial Union 
group participated in a dinner at the Hotel 
Pennsylvania, Monday evening, to bid fare- 
well to Clarence E. Porter, who becomes West- 
ern manager at Chicago, and to welcome F. W. 
the new manager. Mr. 
presented handsome 


Koeckert, assistant 
Porter was 


candlesticks. 


with four 


Legislative Sessions in 1921 

found a list of the regular 
be held in 
respective 
begin, number of days to 
which said sessions are limited. In addition, 
the United States Congress will be in session 
a considerable part of the year: 


Below will be 
sessions of the State Legislatures to 
dates upon which the 
and the 


1921, with 


sessions 





Date Limit (No. 
STATES Session Opens of Days) 
PABBA p croens Sache Kee aneeee 60 
Fat} pe ee eee ee ery Jan. 10 60 
PUGANAIE eo cctcccadecwoes Jan. 10 60 
CAMIOONNG 6 aia ws Scare nae Jan. 3 30 
OCGlORAdG sic civenaceescc's al jan. 5 None 
Commiechicut <scccidsweemsus Jan. 5 155 
PICMAWANG cis since ccvaiacncceeaee 'S None 
RiIGGHEE fs iiss ievwmnee woeens April 5 60 
OO a kccvccrwecavasvae June 22 50 
IAWAIG edad cease ease es eb. 16 60 
FAN saitcnsPolttucaaianae, Jan 3 60 
UMNO Ke ca:d as cetewaceas oa 5 None 
PNGIMIEE 65372 32s aca sowexs 6 60 
ee Pere eer es er omer er 10 None 
INARI To's Waele 2415 ra deaase Jan. 11 50 
WRGNNEY aia oe diac dnd anea ea acras 5 None 
Massachusetts ) None 
RIGAUD eg caso csicnw sense and I 5 None 
WEINOWN ois oss Sie ees Jan. 4 90 
RIMNONISE Ca widisc xk os die cael Jan. ) 70 
MCHMANE Poe erie eee Jan. 3 60 
INGUNAUNENN ea cie hoe Ein ora Jan. 4 60 
INGQ@AEE dave daar cee wow Jan. 17 60 
New Hampshire ...... et eie UG None 
IROOM NICNUEN Con cc owen ese Jan. 11 None 
New: Wedge 6 6:cc0ac-cs 25-8 Jan. 11 60 
RGU Wi ce sc eosin tes jam. 3 None 
Nestls Garolniad ssc o6 cde es Jan. ) 60 
North Dakota ...5 2.24603. Jan. $ 60 
OU co ated naatacneaa esas Jan. None 
ORFARGMA) 6.55.5 < Saekin cess e Jan. 4 60 
CHEROE (< Jae acciasia x sas .-Jan. 10 40) 
PenuSvIVAMNIA oo sk dst rw ci Tan. t 100 
Paste WIG <ccce nc ca vwccss Feb. 14 None 
Rhode BAIR s cents naa Jan. 4 60 
South Carolina. .. 635 ses. Jan. 11 None 
Somtlt Damote 6 .<.oc cc dic. Jan. { 60 
ROVINGMEEE! Lora d Cs urcc nee Mae ce 75 
COMMS Hoss oat eoeueN jam. 11 60 
CN a aah ee cada cae ee hits Jan. 10 60 
W CEMIOHO io uicp wa ccawlavaaeee Jan. 5 None 
Washtiglett ts scccscnnecin ces Jan. 10 60 
West Wargame. scccccenses Jan. 12 45 
WW HMCGMISEEIG 6.x suc craters <iateratd Jan. 12 None 
WUMNGQMISEEE. Cia cued-etaewdne Jan. 11 40 
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UNITED STATES BRANCH ] 








110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N. KELSEY, MANAGER 














N. Blackstock, Pres. Baird Pallette, Gen. Mar. H. Perk, Jr., Sec’y 


COMPLETE COVERAGE 


Automobile 
Insurance 


guternational Jndemunitp Co, 





Home Office: Los Angeles 














A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU- 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur- 
passed for net low cost and care of interests of all 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 

















THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 











MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 





Policies Issued on the Weekly Plan Only 
‘‘Our Record is Our Reputation” 


W. A. JOHNSON, Pres. J. A. WALKER, Secy. 











Casualty Life 


RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 


Fire 





PPT toi “wr 











Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 














Metropolitan Casualty Insurance Co. 


OF NEW YORK 


Home Office 47 Cedar;,Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President : 
ROBERT A. DRYSDALE, Vice-President. S. WM. BURTON, Secretary 
ALONZO G. BROOKS, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 























GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 
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WILLCOX, PECK & HUGHES CHANGES 


Charles E. Peck Succeeded by Wm. G. 
Willcox as President 


Charles E. Peck, who has been president of 
the corporation of Willcox, Peck & Hughes 
since its incorporation, retired from the active 
management of the corporation on January I 
and accepted the position of chairman of the 
board of directors, which was tendered him by 
the board. Mr. Peck is convalescing from his 
recent illness. 

William G. Willcox, first vice-president, has 
been elected to succeed Mr. Peck as president 
of the corporation and has assumed the active 
management of the corporation’s affairs. The 
board of directors has elected Elmer F. Hunt 
and H. N. Townsend as vice-presidents. 


Auto Theft Prevention Ordinance 

Des Moines’ new iron-clad ordinance to pre- 
vent automobile stealing took effect January I. 
It makes it a misdemeanor for any one to dis- 
turb the gear, brake or starter of a parked 
car.- It provides that an automobile owner 
must lock his car when he parks it or leave 
some one in charge, excepting trucks and de- 
livery wagons. Second-hand dealers must 
keep a strict record and report cars left with 
them for any period over twelve hours, unless 
the driver is known. The ordinance was 
fathered by the Superintendent of Police of 
Des Moines, whose ire was aroused when he 
heard that a thief had boasted that he could 
collect $100 on any car stolen from a fence 
within twelve blocks of Eighth and Mulberry 
streets. 

“A clever thief can steal three cars in an 
evening,” the police chief was told. 


Carpenter & Baker Now Writing Ocean 
Marine 

On January 1 Carpenter & Baker began writ- 
ing ocean marine business for the Fuso Marine 
and Fire Insurance Company, Ltd., of Tokio, 
Japan. The firm has been appointed United 
States marine manager of this company, and 
E. W. S. Morren, formerly with the Western 
Assurance Company of Toronto, will be the 
underwriter. The list of companies now rep- 
resented by Carpenter & Baker are the Liver- 
pool and London and Globe, Western Assur- 
ance of Toronto, British American Assurance, 
Boston Insurance Company, Old Colony In- 
surance Company, Union Marine Insurance 
Company, Ltd., of Liverpool; Columbia of 
Jersey City, and Scandinavian-American In- 
surance Company. 


Large Auto Line in Des Moines 
The Des Moines City Council has just placed 
its automobile and truck insurance in the hands 
of the Iowa Bonding and Casualty Company, 
represented by Pat Clancy and the Peninsular 


lire Company, represented by Sweeney & 
Grant, all of Des Moines. The premiums will 
approximate $5000 and the commissions are 
divided among the Des Moines agents. This 
ends a warm contest that has been in progress 
since the council let the insurance to the IIli- 
nois Automobile Exchange, a reciprocal con- 
cern, a year ago. An effort was made on the 
part of Councilman Elliott to have the action 
placing the insurance with Des Moines com- 
panies rescinded on the ground that the IIli- 
nois concern is cheaper, but he was voted 
down, four to one. 


JOINS W. L. PERRIN & SON 
Charles Bellinger to Organize Casualty 
Department 

Charles Bellinger, manager of the New 
York office of the Fidelity and Casualty Com- 
pany of New York, has resigned in order to 
establish a casualty branch for the well-known 
:gency of W. L. Perrin & Son of this city. 

The agency has long been one of the most 
important of the New York offices, and with 
the addition of a casualty department will be 
able to furnish complete coverage. It is not 
yet known what companies will be represented 
in the Perrin offices. 

Mr. Bellinger has had a long and successful 
experience in the business. He started with 
the company he now leaves and later went into 
the office of E. E. Clapp & Co., managers of 
the accident department for several States. He 
was for a time head of the office, but eventually 
the contract was bought in by the Fidelity and 
Casualty, which then established the office of 
which Mr. Bellinger has been the head. 


Automobile Production and Eliminations 

An interesting tabulation was presented in a 
recent issue of the Scientific American which 
shows the number of automobiles manufac- 
tured, imported and exported yearly from 
iXxgg to 1920, inclusive, with cumulative totals 
for the same items year by year. This shows 
that the production in 1920 exceeded by nearly 
100,000 cars that of 1919. The figures show 
that 2,250,000 cars were manufactured last 
year, of which 100,000 were exported. I[n- 
cluding 1920, about 11,500,000 cars had been 
rit into service in this country, of which about 
2,300,000 had been eliminated, leaving about 
Over 800,000 cars 

eliminated from 


9,000,000 cars in service. 
are reported to have been 
service in 1920 alone. 


Emile E. Watson, actuary of the Ohio State 
Industrial Commission, has resigned and has 
opened up a private actuarial bureau with 
headquarters in Columbus. Mr. Watson had 
heen with the commission since IQI3. 


as been 


—The Colonial Marine Underwriters |} 


icensed in Montreal, Canada, to carry on the 


business 


rine insurance. 
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A. L. ROBESON WITH IMPORTERS AND 
EXPORTERS 

Will Have Charge of Losses in Automobile 
Department 

A, L. Robeson, who on January 1 was placed 
in charge of losses in the automobile depart- 
ment of the Importers and Exporters Insurance 
Company of New York, brings to his new con- 
ection a long and successful experience in 
the insurance field. 

From 1908 to 1913 he was chief clerk in the 
claim department of the A=tna Life. From 
1G13 to 1920 he occupied various positions with 
the Globe Indemnity Company—as chief clerk 
of the claims department, as underwriter of 
casualty lines at the home office, as counter man 
in the Philadelphia office for all casualty lines, 
and as examiner in charge of automobile 
property damage and collision, fire and theft 
claims at the company’s home office and the 
metropolitan district. 

Mr. Robeson has a host of firm friends in 
the insurance field, all of whom will wish him 
success in his new undertaking. 


—The government of Ontario, Canada, is consider 
ing legislation which will fix insurance commissions by 


law. 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 


COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Fierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 
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UP TO THE MINUTE! 

















The Reliance Life prides itself on always being strictly ‘‘up-to-the- 
minute.”’ 


From time to time we have pioneered various new features into the 
field of life insurance. 


Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 


In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 


A policy containing the sulphitic features we have introduced gives you 
“the something different” to talk to your prospects. 


It will stand the test of grilling competition—and come out victor. 
Time has proved that. 


AND— 
Our agency contracts are more than liberal. 


How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 
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LIFE INSURANCE 


CASE FOR GROUP INSURANCE 


President Day of the Equitable Outlines 
its Advantages 








Judge W. A. Day, president of the Equi- 
table Life, in a recent address referred to the 
constantly growing volume of group insurance, 
presenting it as a practical application of the 
principles of social insurance in strict accord 
with the American idea of individualism. In 
part he said: 


It is no longer an experiment. It is an ac- 
complished fact. It carries the lesson of in- 
surance protection to thousands of people who 
have given such protection virtually no 
thought. It carries protection to the helpless 
without cash outlay on the part of the bread- 
winner, for the employer pays the premium. 
He does this because he is learning that he can, 
with advantage to himself, to the employee and 
to humanity, co-operate better by this means to 
protect the worker and bring commensurate 
returns in increased loyalty and efficiency. 

We have passed through an epoch of indus- 
trial reorganization, in which the human ele- 
ment has been more or less neglected. In in- 
dustry some systematic substitute for the indi- 
vidual care and good will which formerly 
went from the employer to the employee must 
be found to go with the advantages of the era 
of machinery and centralized work in big 


units. Co-operation paid in old days and pays 
to-day. In addition to receiving a full pay 


envelope, the employee must feel an interest in 
his work to make it pleasurable and profitable. 
The size of the wage is important. It is the 
item of importance after the job. But it is not 
the only item. Magnifying the importance of 
wages to the exclusion of other considerations 
and relationship mutually desirable between 
employer and employee tends to de-humanize 
the work. It logically leads to the point where 
the employee would do the least possible 
amount of work for the largest standardized 
wage. A misconception of this kind must in- 
evitably impair national efficiency and sub- 
tracts alike from the well-being of the em- 
ployer and of the employee. 


Continental Life of Wilmington, Del. 

In its thirteenth annual statement, the Con- 
tinental Life Insurance Company of Wilming- 
ton, Del., shows that on December 31, 1920, it 
had admitted assets amounting to $3,916,856, 
while its liabilities aggregated $2,580,218, 
leaving an excess of assets of $1,327,038, in- 
cluding capital, $654,490. At the end of 1920 
the company had $31,573,988 of insurance in 
force. The foregoing figures represent gains 
in 1920 of nearly $600,000 in assets, and over 
$5,000,000 in insurance in force. Forty-three 
per cent of the company’s resources are in- 
vested in Government bonds, mostly bought at 
the market price; 34 per cent in first mort- 
gages on real estate, upon which the pre-war 
values were at least twice the amount loaned; 
7 per cent in county, municipal and railway 
bends; 12 per cent in policy liens within the 
reserve, and 3 per cent in cash. The 1920 pre- 
niiums amounted to over $982,000, while pay- 
nients to policyholders exceeded $219,000. New 
insurance paid for last year reached the sum 
of $7,108,141. 


JAMES FAIRLIE RESIGNS 





Ends Long Service as Illinois State 
Actuary 


JOINS MUTUAL LIFE OF ILLINOIS 
Becomes Vice-President and Actuary of 
That Company 
On January 1, 1921, James Fairlie, who has 
been actuary for the Insurance Department of 
the State of Illinois for the past seven years, 
severed his connection with that Department 
in order to become vice-president and actuary 
of the Mutual Life of Illinois of Springfield, 

Ii. 

Mr. Fairlie was born in Canada, and is a 
graduate of Queen’s University, with the de- 
gree of M.A. in mathematics. He entered the 
actuarial profession with the Manufacturers 
l.ife Insurance Company of Toronto, later be- 














JAMES FAIRLIE 


New Vice-President and Actuary of the 
Mutual Life of Illinois. 


coming assistant actuary of the Franklin Life 
Insurance Company of Springfield, Hl. Dur- 
ing 1912 and 1913 he was actuary of the State 
Insurance Department of Iowa, and since Oc- 
tober, 1913, has been actuary for the Illinois 
Insurance Department. 

Mr. Fairlie is an associate member of the 
Actuarial Society of America, and a fellow of 
the American Institute of Actuaries, being also 
a member of the board of governors of the 
last-named organization. An excellent por- 
trait of Mr. Fairlie is presented herewith. 

Mr. Fairlie is well known among the officials 
of life insurance companies, and the announce- 
met of the conclusion of his relations with the 
Illinois Insurance Department and his accept- 
ance of an official position with the Mutual 
Life of Illinois will be received with much in- 
‘erest in the life insurance world. Mr, Fairlie’s 
new connection should be highly beneficial to 
both of the parties concerned. 
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The Mutual Life of Illinois, of which H. B. 
Hill is president, had over $3,500,000 of in- 
surance in force at the end of 1919, its writings 
during that year having exceeded $2,500,000. 
The statistics as to its business in 1920 are 
not yet available. The Mutual Life of Illinois 
is operating on the legal reserve plan. Other 
officers of the company, besides President Hill 
and Vice-President and Actuary Fairlie, are: 
G. C. Rockwood, vice-president; J. R. Neal, 
M.D., secretary and medical director, and 
J. M. Loring, general counsel. The Mutual 
Life of Illinois is looked upon as a progressive 
and enterprising company, and the addition of 
Mr. Fairlie to its official staff is regarded as 
further strengthening the company for the 
future development of its business. 


Bankers Life Shriners 

The Bankers Life Shrine Club is the newest 
Shrine organization in the country. It was 
permanently organized last week when Shriners 
among the agents attending the Bankers Life 
agency convention were entertained at lunch- 
eon by President George Kuhns of the 
Bankers Life at the Des Moines Club. J. J. 
Davis of Indianapolis presided. Members of 
the Shrine Club are: 

George Kuhns, Des Moines; B. T. Childress, 
Dallas, Tex.; S. M. Levey, Omaha; W. H. 
Wood, Council Bluffs; L. A. Barker, Peoria; 
Fred Smock, St. Paul; J. J. Davis, Indian- 
anolis; G. F. Murrell, Pittsburgh; George R. 
Matthews, Pittsburgh; Emil Miller, Chicago; 
A. W. Crouch, Sioux City; Alex. H. Grant, 
Leavenworth; J. A. Fisher, Peoria; F. F. Gar- 
rett, Quincy: W. F. Bald, Decatur; J. R. Kirby, 
Springfield, Ill.: C. E. Bain, C. C. Blevins, R. 
G. Duling, F. L. Smock, W. E. Smock and 
W. C. Jarnagin, all of Des Moines. 


Results in 1920 

Travelers, Hartford—New paid-for insur- 
ance, about $640,000,000, including $295,000,000 
of group insurance. 

Provident Life and Trust, Philadelphia— 
Assets, December 31, $139,034,710; surplus to 
policyholders, $20,215,407; new business, 1920, 
$105,764,636; insurance in force December 31, 
$547,280,158. 

New York Life—New paid-for insurance 
(excluding dividend and other additions), over 
693,000,000 (increase over $162,000,000) ; in- 
surance in force December 31, $3,550,000,000. 


Missouri State Life’s Business in 1920 

As THE SpEcTATOR goes to press, the Mis- 
souri State Life advises it by wire that the new 
insurance paid for of that company in 1920, 
including additions and revivals, is over -$108,- 
000,000. The insurance in force is over $300,- 
000,000. The results of the year also included 
a substantial increase in surplus. 


Samuel Milligan is Assistant Actuary 

President Haley Fiske, of the Metrapolitan 
Life of New York, announces the appointment 
of Samuel Milligan as assistant actuary of that 


company. 
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Getting Off to a Good Start 


The start counts—whether it be 
in a race or in the fleeting course of 
the year’s business. 





Salesmen of The Lincoln National 
Life Insurance Company imbued 
with the high service ideals of their 
Company are not waiting for Harding 
to get in. 





The zeal of their mission of furnishing protection to 
all the people of their territory is not limited to perfect 
economic conditions and sunny days. They know that 
the service spirit of their loyal fellow workers in The 
Lincoln Life Home Office is constant and sure. 


They know that policies will be issued on 99 per cent 
of all the applications they sendin, and that 68 per cent 
of all Lincoln Life policies are mailed out, ready for de= 
livery, within twenty-four hours after the applications 
reach the Home Office. 


It is this confidence in the service spirit of The Lincoln 
Life which assures a good start for all who— 


The Lincoln National Life Insurance Co. 


“T¢s Name Indicates its Character” 
Lincoln Life Building Fort Wayne, Indiana 


Now More Than $155,000,000 In Force 



































Policies issued on the Perfected En= 
dowment Plan are 


BEST FOR THE INSURED 


because they are a recognition of his rights to the investment 
portion of his reserves at interest, and this amount is paid to 
his beneficiary in case of death in addition to the original sum 
insured. If necessary he may borrow these reserves without 
diminishing the original sum insured as a death claim. The 
cash values are larger than under ordinary endowments. 


BEST FOR THE AGENT 


because they are easier to sell, with larger new commissions 
and renewals. They will remain in force longer because the 
wiles of the twister will not prove effectual, nor are they liable 
to lapse when collateral policy loans have been obtained. 


BEST FOR THE COMPANY 


because they will be more persistent, and as they mature at or 
before age 70, when the experience equals or exceeds the tabu- 
lar, there will be larger gains from mortality with excess 
interest and loading savings meanwhile. 

A twenty-four page book, setting forth other reasons, will be 
sent on receipt of 8c postage, which you should have in order 
to ascertain how much easier it will be to sell this form of in- 
surance than to compete against it. 






Imperial Building 
411=413 Walnut Street 
Philadelphia 
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Continental Life Insurance Co. 


WILMINGTON, DELAWARE 


THIRTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1920 


Admitted Assets = = = = $3,916,856 
151°, of liabilities . 
Liabilities = = = = = = = 2,589,218 


Only 66°) of assets 


Excess of Assets { S4Piia! 3313 | $1,327,638 


( 


51°, more than liabilities 


Insurance in Force = = = _ 31,573,988 


Net increase 19°, 


Quality of Assets 


SSETS are invested approximately as follows: 43% 
A in U. S. Government Bonds, most of them bought 
at the market; 34% in first mortgages on real-estate with 
a pre-war value of at least twice each loan; 12% in policy 
liens within the reserve; 7° in county, municipal and 
railway bonds; and 3°; in cash. 





















Contentment in Old Age 


What a wonderful blessing it is to see the old 
folks happy and contented in the winter of 
their lives. They owe their cheerfulness to 
their systematic savings, started many years 
back. 


St. Joseph Life Insurance Go. 
A Safe—Sound—Home Institution 
Seven Years Old 
All of our Investments Are First Mortgage 
Farm Loans 
Nearing Our 


$11,000,000.00 Mark of Insurance in Force 


PAID-FOR BUSINESS 
Have You a Policy With Your Home Company? 
A: L. McPherson. Prestdent Harry FE. McPherson, V. P. & Sec. 
Walter W. Head, V.-Pres. Ellsworth Block, Ass’t Secretary 


C. H. Wallace, Med. Dir. John W. Broaddus, Treasurer 
H. K. Wallace, Ass’t Med. Dir. R. A. Brown, Counselor 


GOOD LIVE AGENTS WANTED 


Phone Main 3009 Address—Seventh and Felix Streets 


Start Today—Don’t Wait 
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HINTS ON CANVASSING 


Chapter from “How to Sell Insur- 
ance,” by William Alexander* 


SELECT THE OPPORTUNE MOMENT 


Different Arguments Must Be Used for 
Different Men 


You must be fresh and original. The morn- 
ing paper is stale in the afternoon, and cold 
storage turkey lacks flavor. 

Most people are asleep 
You must startle them into wakefulness. 

Search out people who are making money, 
but do not neglect those who are less fortunate, 
for their embarrassments should show them 
their special need for life insurance. 

In hard times the necessity for life insur- 
ance can be demonstrated with greater force 
than in flush times. On the other hand when 
money is plentiful it is easier to make sales. 

You must frame your arguments so as to 
fit the requirements of different classes of 


about insurance. 


prospects. 

Don’t expect the same argument to appeal 
to the day laborer and to the man of wealth. 

The medical examination is not a serious 
ordeal, but many people who have not been 
examined imagine that it is. Few prospects 
will admit this, but it often deters them from 
applying for insurance. If, therefore, you can 
persuade a man to sign an application for the 
sole purpose of being examined, the reaction 
which will supervene as soon as the examina- 
tion is over (especially if he finds that he is in 
fine health) will put him into such a good 
humor that he will be very likely to change 
his mind and authorize you to order a policy 
for him. 

In any interview during 
to close the trade, lay the 
prospect’s desk soon after 
gins, so that he may become familiar with it. 
If you spring it on him at the moment you 
want him to sign, he may shy at it as a horse 
does when he comes suddenly upon some un- 


which you expect 
application on the 
the interview be- 


familiar object. 

Concentrate your prospect’s attention on the 
main issues. It will be time enough to touch 
upon collateral advantages later on. 

If he brings up the question of rates early in 
the interview, tell him you will revert to that 
presently, but that you have some preliminary 
explanations to make. 

If he asks about refunds 
deavor to suspend the discussion of that sub- 
ject until you have shown the value of the in- 
surance. Later on advise him to form the 
habit of paying his premiums in full, leaving 


(dividends) en- 





* Published by The Spectator Company. 








the refunds to increase the amount of his in- 
surance, and show him that a dividend thus 
applied as an “addition” to the policy will be 
very much larger than its cash equivalent. 

If he wants to talk about surrender values 
or policy loans, remind him that he is taking 
the insurance for permanent protection, and 
that it will be time enough to consider the sale, 
or loan, value of the policy when he needs help 
--a time which you hope and believe will never 
come. — 

Take a friendly interest in your client until 
his policy matures. Then expedite the settle- 
ment. Then insure the relations and friends of 
the beneficiary who have observed how useful 
the insurance money has been to the person 
who has received it. 

Leaflets, pamphlets, prospectttses and other 
canvassing documents are valuable chiefly for 
the education of the agent. Study every can- 
vassing document carefully. Fix in your mind 
the facts stated. Assimilate the arguments ad- 
Nothing will give you greater ef- 
ficiency as a salesman. Canvassing documents 
circulated indiscriminately are not read. They 
should he used with judgment, economy, and 
care. If you hand a booklet to a prospect, 
call his attention to it in such a way as to ex- 
cite his interest. If you send it by mail with a 
letter, mark a particular paragraph and call 
attention to that paragraph—then he may read 
the rest of the document. As a rule, give but 
one canvassing document at a time, and see 
that it is appropriate to the case. 

Most of your business will be transacted on 
the ordinary life and limited payment life 
forms, but don’t neglect other kinds of insur- 
ance. Determine the needs of each client and 
then select the contract that best fits his case. 
Here are a few suggestions. 

Temporary insurance attracts the superficial 
observer because of the low rate charged, but 
it is not cheaper than other kinds of insurance. 
The rate is low because the insurance expires 
at the end of the term. 

A limited payment life policy is better than 
an ordinary life policy for any man who can 
afford to pay a higher premium. Nevertheless, 
many men are wise in selecting the ordinary 
life form because it is less of a strain upon 
their annual income. They must pay premiums 
as long as they live, but they secure the con- 
tract under which at the minimum charge the 
maximum of permanent protection is secured. 

The Endowment policy is the best of all 
contracts where it fits the case. But in the 
vast majority of instances it does not fit the 
case. Do not recommend it to the man who 
insures solely to protect his family. 

Sell endowment insurance to business men; 
to young men who want to save but do not see 
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vanced. 





the necessity for insurance protection; to men 
of wealth, and to self-supporting women who 
have dependents, but whose chief aim js to 
provide for their own old age. 

Finally, remember that the best insurance of 
all for family protection is life income insur- 


ance. 

Be on the outlook for the opportune moment 
to approach a prospect. Here are a few ex- 
amples. When a man marries; when a child is 
born; when a salary is increased; when a new 
business organization is established, or a new 
partnership is formed; when a man mortgages 
his house or assumes financial obligations of 
any kind; on a man’s birthday; before his age 
changes; before Christmas; before the end of 
the year. 

Utilize your card index in this connection. 
Jot down useful facts and dates on the cards 
of prospects, and on the cards of policyholders. 


Agents Undervalued 


The following editorial from the “Detroit 
Times” is of educative value to the weaver of 
get-rich-quick dreams: 


Insurance agents are not generally appraised 
at their true value to the communities which 
they serve. 

No class of salesmen work harder to sell 
their goods; few labor more persistently to 
land a customer, calling on him at night at his 
home, if they can’t corner him in his office in 
the day time. 

Their persistence alone would deserve credit, 
even if the article they have to sell were not a 
thing of excellent merit. 

But the attitude of the average man toward 
an insurance agent is one of resistance, such 
as one puts up against a fellow who has come 
to borrow money. Seldom does a man think 
of an insurance agent as one who has come 
to show him a method of saving money. 

Such attitude is not unnatural. It flows from 
lack of long-distance vision that afflicts most 
men. A man will give patient ear to an oil 
stock salesman of a get-rich-quick concern be- 
cause the average imagination submits readily 
to suggestions of fabulous wealth. Most men 
love to dream. 

But the insurance agent peddles no dreams. 
He makes lawproof guarantees. He is able to 
tell you that at the end of a certain period 
your policy will be worth so much. True, he 
does not promise that you will ride in auto- 
mobiles, but he does pledge that your family 
will be provided for when their bread-winner 
has departed. 

And yet, such is the perverse nature of the 
mind of man that the sure thing of the insur- 
ance agent frequently is turned down for the 
speculation that is woven of the stuff that 
dreams are made on. 


Not spurts or spasmodic efforts, but even, 
steady production of quality business is what 
counts every time, 








WITH THE PRUDENTIAL 


Providence Furnishes Largest Week’s 
Business in Company’s New 
England History 


PASSAIC SUPERINTENDENT GETS TO 
CLASS F 
Six=Weeks' Industrial Contest Between 
Northern and Southern California 
Results in Victory for South 





George Lee, superintendent of the Passaic, 
N. J., agency, recently celebrated his thirtieth 
anniversary with the Prudential and duly re- 
ceived the insignia of Class F, Prudential Old 
Guard. 

James J. Walsh, assistant superintendent of 
the Prudential in Providence, R. I., was pre- 
sented recently with a diamond service locket 
for twenty years of continual service with the 
company. The presentation was made at a 
dinner in Providence as a celebration over the 
largest week’s business ever handled in the 
New England territory. In addition five-year 
service badges were given J. W. Crookes and 
R. J. Diggles. 

Agent Oscar T. Holman of Sedalia, Mo., has 
been promoted to the position of assistant su- 
perintendent at Lexington, Mo., of the same 
district. 

Agent Fred E. Seaman of Wichita, Kan., is 
the leader of the agency force of Division L in 
the production of industrial business. In addi- 
tion to this his production of ordinary has been 
large. 

Agent John J. Hurley of St. Louis 3 is 
doing exceptionally fine work in the production 
of industrial business and is assured of a 
prominent position among the 1920 leaders of 
Division L. 

On December 13, Agent Emile J. Denis of 
the Norwich district was promoted to assistant 
superintendent in the same district. 

The following representatives have been ad- 
mitted to membership in the Prudential Old 
Guard: 

James Collins, assistant 
Troy, N. Y., E-25 years. 

Morris Rozovsky, agent, New Haven, Conn., 
A-5 vears. 

Ralph Carpenter, agent, Hartford, Conn., 
A-5 years. 

George Petro, agent, Passaic, N. J., B-10 


years. 

Floyd D. Brown, agent, Middletown, N. Y., 
C-15 years. 

Edgar McConnell, agent, Newburgh, N. Y.. 
C-15 years. 

Edward P. O’Hare, agent, Newburgh, N. Y., 
E-25 years. 

Frank A. D’Andrea, agent, New Haven, 
Conn., A-5 years. 

Ausher Block, assistant superintendent, Hart- 
ford, Conn., B-1o years. 

Leroy Teator, agent, Poughkeepsie, N. Y., 
B-10 years. 

W. H. Boyle, agent, New Haven, Conn., C-15 
years. 

James A. Glass, agent Norwich, Conn., C-15 
years. 

Fred A, Charter, agent, Albany, N. Y., B-10 
years. 

George H. Priest, agent, New Haven, Conn., 
C-15 years. 

Harley A. Peek, agent, Schenectady, N. Y., 
A-5 years. 


superintendent, 
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Ira A. Gross, agent, Schenectady, N. Y., A-5 
years, 

Homer R. Crookston, agent, Middletown, 
N. Y., A-5 years. 

Doyley S. Hutchins, agent, Newburgh, N. Y,. 
A-5 years. 

\delard Therrien, agent, Norwich, Conn., 
A-5 years, 

Mrs. Julia A. Kemp, district clerk, Bridge- 
port, Conn., A-5 years. 

Carlo Foca, assistant superintendent, Pater- 
son, N. J., A-5 years. 

Meyer Green, agent, New Haven, Conn., 
A-5 years. 

Miss Loretta C. Collins, district clerk, Troy, 
N. Y., A-5 years. 

\W. S. Pretyman, agent, Pottsville, Pa., A-5 
¥ears. 

J. P. Wronskey, agent, Pottsville, Pa., A-5 
years. 

J. C. Bright, agent, Bethlehem, Pa., C-15 


vears. 

\t the close of a recent six-week industrial 
contest, based on proportionate results, be- 
tween the Northern and Southern California 
districts, the Southern group, San Diego lead- 
The San 
Diegans conducted a worthy campaign with 
Assistant Superintendent Clarence I. Cromer, 
Maurice E. Minor, Renwick G. Wilson, Peter 
I’, Hadzer, Charles H. Amiss and James M. 
Hickman marching in the front rank at the 


ing, emerged a decided victor. 


finish. 

Agent Frederick J. Schluchtner of Brooklyn 
6 is making a remarkably fine record in ordi- 
nary, as he has already beaten by a wide mar- 
gin, any of his previous records. These re- 
sults have been accomplished without a single 
not-taken policy being charged. 

Assistant Harry L. Schlanger of Brooklyn 8 
boasts the lowest percentage of arrears, and 
the best industrial increase in the fast going 
Brooklyn 8 district. Splendid work he is 
doing as the results are highly gratifying. His 
industrial increase, low arrears and unusually 
good ordinary production are all very com- 


mendable and prove that he is possessed of 


exceptional ability. 

Agent Sylvester J. McNeill has been ap- 
pointed an assistant superintendent in Wilming- 
ton, Del., and Agent Adolph E. Gerndt as 
assistant superintendent in the Baltimore 1 
district. ee 


Worth Cultivating 

While there are many good arguments in 
favor of monthly income insurance, most in 
dustrial agents have poor success in selling it 
There can be no doubt, however, that it is a 
branch of the business that is in line for 
ereat future. One very strong reason for this 
is the fact that the rapid change in methods of 
doing business makes regular incomes hard 
to count on. “Old Established Business” no 
longer means as much as formerly. 

Some of the richest men in the country in 
the last year have found in the monthly in 
come insttrance idea something very attractive 
Lecause of its certaintv. Vice-President Buck- 
ner, of the New York Life, recently put it 
stronely in these words: 

“A monthly income guaranteed by a reputa 
Me life insurance company is even better for a 

idow than an interest in the business left by 

her hushand. The latter may be perfectly 
solvent, highly profitable, and its future may be 
as bright as a new dime. But is that business 
certain to continue solvent and profitable after 
the hushand is no longer present to supervise 
it?”°—Iirginia Weekly Standard. 
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BEWARE GROUCHINESS 


Business is Frequently Lost Through 
Forgetfulness of Small Courtesies 


MANNER A GREAT ASSET 


With All Companies Offering Virtually the 
Same Thing at the Same Price Choice 
Becomes a Matter of Service 
Received 

A salesman’s “grouch” may spring from one 
of many causes. Whatever the cause—worry, 
indisposition, discouragement, it should not 
interfere for a moment with the fundamentals 
Courtesy 
should remain whatever else goes by the board. 


of a gentleman’s selling attitude. 


The degree of smoothness or nicety ‘upon 
which a business depends rests in a great 
measure on the wheel of courtesy propelled by 
the organization and helpers. A noted preacher 
has for his maxim, “See things as they are 
and do them.” These words mean volumes to 
the salesman with a distorted sense of judg- 
ment. 

False promises, misleading statements, a 
tendency toward grouchiness, will go for a 
little while, and a fluent talker may bluff his 
way through for a while, but it is only a ques- 
tion of time when inflated or artificial elements 
lose their force, while the consistent, painstak- 
ing, cheery salesman continues to reap the 
harvest of his wise endeavors. 

In these days of keen competition, with many 
companies catering to the same class of people, 
there can be no great difference in the quality 
and value of the commodities offered. On 
some things one company may have some little 
advantage, while on others another may run a 
little ahead, but on the whole they average 
alike. The question of which company is the 
better then becomes a matter of service, and 
this service depends entirely on the salespeo- 
ple and those who come in contact with the 
prospect. 

How prospects are greeted, how promptly 
they receive attention, how the insurance is 
presented, how attentively and thoughtfully 
prospects are waited on, how capable the sales- 
men are to make helpful suggestions, how the 
Is are delivered, all have an important 

The smile and_ kindly 
he pleasant “Thank you,” 


LO OC 
hearing on. service. 
erecting, as wellzs t 
er “Come in again,” are part of the service. 
It is the little attentions that count most. 

Back of every success the real cause of such 
success will be found to be an unexcelled 
harmonious service. The company depends on 
the prospect ; salesmen depend on the company ; 
therefore, it is up to the salesmen to make the 
most of every prospect. 

The rates may be a sufficient inducement to 
attract attention, but when attention is aroused 
a “grouchy” or inattentive salesman may not 
follow up the desire created, and thus all ef- 
forts have gone for naught. 

The race between the underwriter and the 
undertaker—the human race—is being run. 
The undertaker will get there first, with some 
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A 24-HOUR=A=DAY JOB 


Selling Needs the Proper Employment 
of Every Minute in the Day 





RECREATION IS IN PROSPECTING 





A Man Who Puts in a Full Eight-Hour’s 
Work is Not Necessarily Tired 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 

















The salesman should be on the job twenty- 
four hours every day. That is, he should em- 
ploy all his time in ways that will help him in 
his selling. Assume that there are eight hours 
a day when he can find buyers and make selling 
calls, he certainly would be unjust to himself 
if he should spend less than a third of each 
day in hustling for orders. Another eight 
hours should be spent in recuperative sleep, 
with fresh air and an easy mind to help the 
process of rest. All the remaining third of the 
salesman’s time is available for prospecting. 

But shouldn’t he have any recreation? Cer- 
tainly he should. That is as necessary as sleep. 
Recreation, however, is not the same as vaca- 
tion time. The salesman should not vacate his 
iob when he is not engaged in actual selling. 
Rightly done, prospecting is the finest kind of 
[ven when one is out 
way, his 


recreation after selling. 
“enjoying himself” in a 
primary thoughts always should be close to 
his job. His eyes should be open to oppor- 
tunities; his ears listening for ideas about 
If a salesman is really dedicated to his 


proper 


needs. 
vocation, every experience he has will impress 
him in its relation to his work. 


Art OF LEARNING THINGS 

If the salesman is inclined to chaff a bit with 
the waitress in the hotel dining-room, he'll find 
it just as much fun to learn things she knows 
about business as it is to discover her opinion 
of salesmen in general and in particular. A 
certain salesman for a leading millinery house 
relied on dining-room waitresses to keep him 
posted on the trend of styles in the different 
towns he visited. These girls saw the hats of 
women who attended dinners and other social 
functions at the principal hotels on the sales- 
man’s route. The salesman quizzed the wait- 
resses about a subject that interested them. 
Then, having prospected the town at second- 
hand, the well informed salesman called on 
merchants. He was able to show them what 
they needed, often before they realized the 
situation themselves. Incidentally, as a_ sort 
of by-product of his prospecting, that salesman 
received the respect instead of the contempt of 
the waitresses with whom he sought acquaint- 
ance. 

Intelligence, of course, is a necessary quality 


in prospecting. But if a salesman lacks that 
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he either should correct the fault or quit sell- 
ing. Intelligence is not the same as education 
It is capability of 
Nearly every 


in matters found in books. 
understanding and perceiving. 
salesman is equipped with intelligence, but 
there are only a few who use any considerable 
part of their intelligence. This is especially 
noticeable in their prospecting. 
sons many salesmen appear to be afraid to use 
brains in prospecting—maybe for fear they 
won't have enough left to sell with. 
Intelligence indicates the necessity for the 
A sales- 


lor some rea- 


right physical basis of salesmanship. 
man unquestionably needs more than average 
good health, vitality, energy, endurance, and 
real love of work. Yet a very small per cent 
of salesmen use the preventive method for 
“that tired feeling.” We are dwelling on this 
subject now, while we consider prospecting, 
because the average salesman either is too tired 
to prospect at all, or does his prospecting when 
he is tired. He plans to be fresh for his actual 
selling, but neglects the physical basis when 


he considers prospecting. 


Tue Bratn-Fac DeEtusion 

It is a common delusion that we are limited 
in the amount of brain energy and_ bodily 
energy we can bring to bear on our day’s work. 
Psychologists of the keenest ability declare we 
don’t employ one-tenth of the brain energy 
we can hold without getting the swelled head. 
In other words, if a man kept his brain in 
training as Roosevelt kept his brain trained, 
he would not get brain fag doing one-tenth as 
much thinking as he is capable of doing. 
Eminent scientists declare also that the aver- 


age man can easily double his physical energy. 

Now let us suppose a case. Here is a sales- 
man who gets so worn out with the toil of sell- 
ing that he has to stuff himself with a double 
meal; then rest up by lolling in an easy chair 
with a fat cigar, and maybe some booze under 
his belt. Afterward he stretches wearily and 
writes up his orders. Then he hankers for 
amusement to divert his thought from buyers. 
So he goes to a show, or sits up half the night 
playing poker. Saturday nights he tells his 
wife what a dog’s life a traveling man leads 
aml she sympathizes with him because he is 
“all in.” That fellow is a poor prospector in- 
variably. 

It is possible, however, for him to reform, 
Weariness is a disease. It can be cured in your 
case if you have it; and by proper methods of 
prevention you can make sure you won't catch 
it again. Let us suppose that a salesman real- 
izes he is the loser by his inefficiency, not the 
liouse that pays him. Suppose he takes a 
tumble to the fact that in overlooking pros- 
pects, he is passing by chances to put money 
He makes up his mind to ac- 


in his pocket. 
But 


complish more for himself every day. 

how should be go about the job? 
Right here many salesmen start on the wrong 

They overwork themselves trying to 


track. 
The correct procedure 


make up for lost time. 
is to increase their energy first, in order to 
They build up health to 


have more to use. 
The highly 


start with, if they are intelligent. 
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efficient salesman needs to be an athlete. His 
muscles should be hard. He should carry no 
excess weight. His blood should be clean and 
his circulation perfect. He should be healthier 
than the prospects he meets, and have more 
energy than any day’s selling will require of 
him. That kind of salesman will be able to 
make more selling calls in eight hours than 
the fellow who is below par physically; and 
then feel fresh for prospecting. 


No Excuse For FatiGue 

A salesman who gets fatigued in the doing 
of a full day’s work is to blame for his weari- 
ness. He has no proper excuse in that for 
neglecting prospecting. If he does his duty 
by himself, if he plays square with his house, 
he practically never will run out of endurance. 
I. is not necessary to be tired. Nature does 
not skimp us in either mental or physical capa- 
bility for the doing of our work. Nature pro- 
vides an average man with a superabundance 
of energy capacity. The trouble with our stor- 
age batteries is that we keep them only partially 
charged. 

Accept no excuses from yourself for failure 
to prospect. Fit yourself instead for doing 
twice as much physical work and ten times as 
much mind work as you are doing now, unless 
you already have raised your efficiency and 
don't need this urging. It will be time enough 
to say you are “all in” when you really have 
put all of yourself into your work. 

Spur yourself with the zest of ambition. Re- 
alize that your territory is your field of golden 
opportunities. If you were in a new gold- 
mining country where nuggets were to be had 
by looking for them, you would not be too 
weary to search every minute you were awake. 
The opportunities in your territory are pure 
gold. They are everywhere about you. But 
don’t wait for them to come and knock at your 
door. It is true that Opportunity knocks at a 
man’s door but once in a lifetime—that is when 
lie is given the privilege of being born. After 
that the place to look for opportunities is 
wherever you are. 

Get yourself into the right attitude toward 
prospecting. Realize that you cannot be a 
thoroughly successful salesman if you lack 
Iman capacity at the very outset of the process 
of selling. Resolve that you will serve buyers 
with knowledge of their own needs, and make 
yourself over so that you will be capable of 
collecting that knowledge of needs. In so 
doing you will be rendering yourself as a sales- 
man the greatest possible service. You will be 
bigger and better and busier on your job. 

It is necessary to do prospecting skillfully, 
just as it is essential to be skillful in taking 
any other step of the selling process. One 
might ask questions for hours and not get re- 
sults worth ten minutes of time. The art of 
prospecting is as important as knowledge of 
what prospecting involves. It would do a 
salesman very little good, in fact, to know just 
what things he wanted to find out, if he were 
unable to learn what he wanted to know. 

Since most prospecting involves getting in- 
formation from people, it is evident that the 





art of prospecting is founded on the quality 
of likeableness in the salesman, which attracts 
people to him so that they will tell him things. 
There are men whom we see that we feel we 
should like to talk with. 

We wish such a man would speak to us. We 
are all ready to be friendly with him. If he 
were to ask us questions, we’d feel inclined 
to give our ideas. Then, again, there are men 
who repel us at sight. If they show any de- 
sire for our acquaintance, we do not respond. 
We would answer their questions briefly, with- 
out encouragement to the asking of more. 

The salesman wishes to do his prospecting 
with the least expenditure of effort and of time. 
He wants to work efficiently—to be sure of 
getting the information he needs and not a lot 
of trash. He must be the dominating party 
when he seeks knowledge of another man. 
Yet he applies for a favor, not a right; so in 
order to be master of the situation it is neces- 
sary that he use a great deal of tact. It is im- 
portant that he do not offend even a bore. 

If a man is likeable, he can be direct and 
frank. It is not necessary to let a man talk 
an arm off you if you give him a chance to cut 
loose with his tongue. Know what you wish to 
find out, and hold your man to the point, with- 
out making him sore. Talk with him, not at 
him. Skillfully induce him to talk with you. 
Be cheery, frank, expressive, and sympathetic. 
But be a business man when you carry on a 
conversation. Impress the other fellow with 
the idea that you are not idling. Pay him the 
compliment of inferring that he has ideas 
worth your hearing on certain subjects. Don’t 
argue to poke him out, but draw him out with 
your likeableness. 

A certain amount of flattery in prospecting 
is not only ethical but inevitable. But that 
flattery should be less in words than in man- 
ner. You should listen interestedly whether 
you are interested or not, when a man talks 
to you. That will make him like you, for there 
are few good listeners in the world. In the 
smoking compartment of a Pullman be a 
listener, putting in a suggestion now and then 
to deflect the conversation. Ask no questions 
vaguely or without definite purpose. Seek 
knowledge. Even a fool may have heard a 
wise man speak, and may repeat wisdom. 


BLUNT AND CHEERY 

Never fear to be frank. Say that you are 
interested in certain things. You need not tell 
your business to every man you meet. But 
be open and aboveboard if you would seek to 
create in him kindly feeling toward yourself. 
A reasonable amount of directness and blunt- 
ness, if accompanied with a look or a smile of 
cheeriness, makes the other fellow friendly 
rather than the reverse. Men appreciate frank- 
ness in other men if it is expressed with 
courtesy. 

Very often a man will draw back into a 
shell of reserve if an inquiry is put to him 
without an explanation of the reason why the 
question is asked. It is poor salesmanship 
to attempt to cross-examine people in prospect- 
ing. Be frank in stating your object, and nine 
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times out of ten the other man will reciprocate 
with frankness. Then you will know he is 
giving it to you straight. 

It is important, not merely to get informa- 
tion, but to get true information. Therefore 
induce your informant to like you by being 
likeable. He then will be little inclined to lead 
you astray. Do not give him any impression 
that you have something up your sleeve. Be 
expressive, to induce expressiveness from him. 
State your own opinion without being at all 
dogmatic, and thus draw the other man out. 
3e sincere in your desire for the truth. Try 
to make your prospecting conversation an ex- 
change of confidences. 


SUMMARY OF PoINTs 

Be a good mixer. Have a kindly attitude 
toward the world and the people you meet. 
Don’t appear selfish. Be as ready to give as 
you are eager to take knowledge; but never 
force it on a man. Above all don’t appear 
self-centered. Keep your conversation bal- 
anced and cheery. The salesman who is 
sharply inquisitive will not get inside the 
human nature of the people he seeks knowl- 
edge from. 

You don’t have to buy information in pros- 
pecting. In fact, if you prospect with only the 
appeal to the motives of the fellow who will 
sell you knowledge, you will make some poor 
bargains. Passing a man a cigar is a poor in- 
troduction to a conversation about prospects. 
In the course of your talk, when you are ona 
basis of friendly acquaintance, it may be proper 
to treat him as you would treat a friend with 
whom you might be chatting. Then a cigar 
may not be amiss. Uusually, however, you 
need pay no more than likeableness for what- 
ever you need in the way of information. 

Of course you cannot be likeable unless you 
like other people, genuinely. The sincerity of 
your kindliness will warm the feelings of peo- 
ple toward you. If you just are pretending to 
be friendly, you will betray yourself. There- 
fore it is necessary to cultivate a real liking 
for your fellow men, or you cannot be a good 
prospector. 

Human sympathy is essential in good pros- 
pecting. Show the man of whom you inquire 
that you sympathize with his impulses and that 
you know he will sympathize with your pur- 
poses. There is nothing mawkish or sobby 
about real human sympathy. The secret of 
true sympathy is to feel with the other fellow, 
not just to feel for him. He will perceive the 
difference, and will give you his confidence. 

Recall the case of the salesman who con- 
verted a town to the benefits of paint. When 
he went about and called on the hardware mer- 
chants, he assumed that they were progressive 
citizens who would like to see their town look 
its best, who were regretful that it appeared 
so shabby. He sympathized with their ideas. 
He didn’t say sarcastic things about the weath- 
erbeaten houses and stores. He did not call 
the town names. He was sorry that a town 
which might as well be pretty was so plain. 
The hardware dealers had no inclination to 
resent his attitude toward their town. It was 
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their own attitude, they found, when he men- 
tioned it. They sympathized with what he said 
and with his purpose of improving the appear- 
ance of the houses and stores. He made no 
appeal on the basis of avarice for profits. The 
money the hardware dealers would make from 
selling paint was treated as merely an incident 
of the civic improvement. Thus the dealers 
were given the similar impression of the sales- 
man, that he was thinking first of bettering 
local conditions, and of selling paint as a sec- 
ondary matter. There was mutual sympathy 
of ideas. 

The salesman can prospect clumsily or he 
can prospect skillfully. The first method is 
that of the crude salesman. The skillful sales- 
man, while acting with complete sincerity at 
all times, employs art in order to produce the 
best effects while prospecting. A man may 
talk with a clever unspoken purpose behind 
every word, yet be perfectly frank in all he 
says, 





When the Frost is on the Prospect 
When the frost is on the prospect 
And his eyes are on the clock, 
And you hear the old excuses 
Offered up for you to knock, 
‘Bout how short he is of money, 
With the cost of living high, 
And his wife has rich relations 
Who are just about to die, 
Oh, it’s then the time a fellow 
Should be feeling at his best, 
As he reaches for a pencil 
In the pocket of his vest. 
With his courage never failing, 
He prepares to stand the shock, 
When the frost is on the prospect 
And his eyes are on the clock. 


There is something kind o’ tragic like 
\bout the atmosphere, 
When painting to that prospect 
How his fun’ral may appear, 
With his “widder” dressed in mourning 
And the children round her chair, 
Just a-sobbing for their daddy, 
Who has “gone away up there.’ 
The undertaker tiptoes in, 
The neighbors say “too bad,” 
And they wonder if his folks 
Will have the luxuries they had. 
That’s a picture you can show him 
Which it doesn’t pay to mock, 
When the frost is on the prospect 
And his eyes are on the clock. 


The grave, the tears, the few last words, 
He’s dressed in good black clothes: 
With folded arms he’s there to wait 
*Till Angel Gabriel blows. 
His troubles ended, no more work, 
While his children and his wife, 
Without his income, sadly face 
The strains of daily life, 
The wife he vowed to keep and love 
May be a kitchen maid, 
His little girl a factory hand, 
His boy must learn a trade. 
Oh, let your words be earnest— 
Gates of eloquence unlock, 
When the frost is on the prospect 
And his eyes are on the clock. 
-By Jas. L. Collins, in Pacific Mutual News. 


Your house may never burn. Your ship 
may never sink. But you will certainly die 
within the next hundred years—possibly next 
week or tomorrow, 
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BRAINS USED AND UNUSED 


How You Use it is More Important 
Than Your Kind of Headpiece 


THE CASE OF WASH BROWN 








An Up-Country Farmer Who Always Kept 
His Trap for Getting On Pointing 
in All Directions 

The uppermost clearing in a trout stream 
valley up in the Catskill mountains is the farm 
of Napoleon Tiberius Washington Brown. 
Probably his mother was very ambitious for 
her eldest son and hoped that he would live 
up to at least one of the great names she at- 
tached to him. When he signs his name, it is 
“N. T. W. Brown,” but all his neighbors call 
him for short “Wash Brown.” 

The further you get away from big cities and 
crowded streets the more interesting and pro- 
nounced are the characteristics of the men you 
meet. Wash Brown is decidedly a different 
sort of man. His physique is that of a gaunt 
consumptive, but his energy is six-cylinder 
eighty horsepower. Yet it is surely a wonder 
that in a country where money is conspicuous 
by its absence that Wash has “herded a bunch 
together,” as he puts it, of something more in 
the way of wealth that is merely respectable, 
aside from his mountain farm. 

The altitude of Brown's farm is more than 
twenty-five hundred feet, and he tried out more 
than thirty varieties of corn, the seed obtained 
from the Agricultural Department at Washing- 
ton, before he succeeded in getting a variety 
that would come to maturity before the early 
frosts of his valley A lesson of what can be 
accomplished in a struggle with every kind of 
difficulty, that is what you see and hear when 
you see the farm and listen to Wash tell his 
life story of struggles. 

The farmhouse is by no means impressive in 
appearance, and you would never guess that 
the kitchen has stationary tubs, that there is 
running spring water in the house, and that 
there is a bath room on the second floor with 
a big tub and hot water supplied from a boiler 
back of the great kitchen range And, inci- 
dentally, the first modern cream separator ever 
used in his county was bought and used by 
Wash. 

A RECEIPT FOR SUCCESS 

“Nothin’ much of a farm,” says Wash. “But 
’tain’t so much what a thing be as ’tis how ye 
That big apple orchard, up beyonst 
th’ barn! When I bought th’ place them trees 
weren’t worth cuttin’ down. Grafted ’em—all 
Kept plantin’ when the old fellers 

Never bothered with nothin’ but 
choice scions and seedlings. Baldwins, Rhode 
Island Greenin’s and sich. Last year the or- 
chard hove inter th’ Ellenville Fust Nation fer 
my account more’n one thousand cold plunks, 
and th’ orchard be only on th’ side. My farm 
be a dairy farm, and we're gittin’ fer our but- 
ter—we sells it for th’ summer hotels out Napa- 


use her. 


of ’em. 
died out. 


nock way—sixty-five cents a pound. 
“T ain't boastin’ ‘bout my farm, but ye asked 
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me ’bout it and how I made it pay. If ye use 
her right, keep yer eyes peeled, keep yer wits 
sharpened, and keep on pluggin’ and pluggin’ 
and pluggin’, this here farm be a money maker. 
If ye should sot on th’ back fence an’ grumble 
*bout th’ potato bugs and she’d 
gradually butt ye inter th’ county poor house. 

“And as I figgers her out, th’ card hand of 
any of us be al’ays ‘bout th’ same. ’Tain’t 
where ye be, but ’tis what are yer doin’ there; 
‘tain’t what kind of a headpiece ye've got, but 
it be what use are ye makin’ of her; ’tain’t the 


fire weed, 


row Providence has given ye to hoe, it be how 
are ye’re hoein’ it? Them as isn’t satisfied and 
spends their time grouchin’ ’bout other fellers 
havin’ chances and not havin’ chances them- 
selves won't git anywhere. There’s jes’ so 
much time and there’s jes’ so much head power 
For myself I ain’t never had time 
ain’t 


given to all. 
to watch out what other fellers was doin’; 
had no time nor head power fer nothin’ but this 
here farm.” 

Tue Bear Trap 

One time a visiting sportsman took the notion 
he would try out trapping the black bear of the 
region. He hired a backwoodsman hunter to 
help him construct a couple of bear pens, or 
traps, which were built on the side of Peeka- 
moose mountain and up beyond Wash Brown's 
farm. 

With his hired man Wash was cutting his 
winter supply of wood, and at noon one day 
he visited one of the log bear traps, which the 
hunters had just completed. 

“Ain’t much on huntin’,” said Wash. ‘Don’t 
have much time fer huntin’ and fishin.’ But 
seems to me that ye might make a big improve- 
ment on that thar bear trap.” 

“As how, Wash?” asked the backwoodsman 
hunter, at the same time winking his eye at the 
city man. 

“This here log pen has cost you chaps a 
whole lot of labor,” said Wash. ‘They tells 
me a bear be a stupid beast and that if a bear 
don’t git headed right th’ critter ‘Il hit it back 
of the trap fust off and ‘Il monkey with the 
trap, spring it, and of course, bein’ at the back- 
side, won't git cotched. With only a little 
more labor than ye've put into this trap ye 
could hey made one criss-cross like and p’intin’ 
all four ways at oncet. Ain't it so?” 

“Say, Wash,” said the other, “ye’re dead 
right. Th’ next pen I make ‘ll be made jes’ as 
ve’ve said.” 

Traps Porntinc lvery Way 

After Wash had gone back to his wood chop- 
ping, the trapper said to the city man, “Folks 
needn’t tell me that the reason why Wash 
Brown has got a big bunch of the stuff is noth- 
ing but luck. ’Tain’t luck. The fact is he’s 
al’ays had his own trap for gittin’ on p’intin’ 
I guess that’s the 
Some 


in every direction at oncet. 
rnain difference in us human critters. 
of us don’t take the trouble to keep our trap 
sot at all. Nearly all of us who do have our 
trap sot hev her p’inted jes’ one way. Then 
there be one here and there, like Wash Brown, 
as keeps his trap sot in all ways at oncet.” 
There is here an almighty good lesson for all 
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of us, no matter what our line of work. But 
particularly here is a lesson for those of us 
who solicit industrial insurance. Our trade 
is to induce men and women into the trap for 
safe investment of a portion o: their earnings. 
Far too many of us do not use the correct bait, 
Or sometimes even forget to have our trap set. 
Those of us who are moderately successful keep 
our traps baited with the proper bait and keep 
them set, but our traps point in only one direc- 
tion. Then there are a few, any one of us by 
making full use of his opportunities, could be 
one of those few, who have their traps pointed 
in all directions, thus adding enormously to 
the chances for great success. 

To be a master of all the arguments that can 
be used to induce folks to insure their lives 
continuous study, and the method of 
these arguments needs as much 
study as the arguments themselves. If the bait 
isn't attractive the traps will catch little. Then 
pointing in many directions 


needs 
presenting 


to have our traps 
needs unremitting endeavor. 

Some solicitors have “a way’ with women 
and can land them for insurance easier than 
they can land men. An old industrial agent in 
one of the big New York offices points his traps 
always toward young men. Here and there 
you will find an agent who has trained himself 
so that he can successfully approach Mister 
Great Wad for a big ordinary, can induce Miss 
Quickfingers, the stenographer, for an endow- 
ment industrial, and is on most intimate terms 
with every laborer on his route. 

You can say,- of course, that this kind of 
soliciting power is born in the solicitor. Per- 
haps. Maybe Wash Brown’s way of getting 
ahead was born withhim. More likely it was 
the result of self-development. And as Wash 
Brown puts it, “fain’t what kind of a head- 
piece ye’ve got, but it be what use are ye 
makin’ of her?” . 

A Domestic Episode 

Agent Scott (Laying down a magazine).— 
I wish I could get some of that stuff. 

Mrs. Scott.—What is it you want? 

Agent S.—The “Quintessence of Sleep.” 

Mrs. S.—What’s that? 

Agent S.—It’s a drug. If you take a few 
drops of it every day your sleep will be so con- 
centrated that you will need only one hour a 
night. Then you will have twenty-three hours 
out of every twenty-four in which to do your 
work. 

Mrs. S.—Why don’t you get some of it? 

Agent S--O! It doesn’t exist. I’ve been 
reading a fairy story. But it appeals to my 
imagination. 

Mrs. S.—Then why don’t you make the most 
of the time you already have? 

Agent S.—I do—— 

Mrs. S—O fudge! I don’t believe you work 
on the average more than three hours a day. 
\nd that’s the reason we’re always so hard up. 

Agent S.—But my dear woman 

Mrs. S.—Stop talking—Cut out your fairy 
tales—Get a move on you—Chase yourself— 
Go. [HE GOES] 

—Equitable Agency Record. 





man can get insurance 
increases from year to year. If a man delays 
he may escape illness, accident, or premature 
death, but he can’t escape the payment of a 
higher premium. 


The rate at which a 
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Crosby-Fiske-Foster Hand Book of Fire 
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Insurance of Freight, by Lazarus 
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Marine Insurance: Its Principles and Practice 
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JOHN HANCOCK NOTES 


Leaders Maintain Positions for Fifth 
Consecutive Month 
TWO NEW AGENCIES OPENED 
John C. MacLeod and Windsor C. Jacques 
Appointed Superintendents 
The 
agents having been transferred from agency 
ranks to assistancies in the districts of their 
Jules Cullen, Lawrence; John W. 
Bernard J. Gorvin, 
Cambridge; Barnet Grossman, Chicago 2. 
Promoted Transferred—Waker J. 
Degller and Charles E. Brauel, from agents at 


following promotions are announced, 


service: 
Wright, Schenectady ; 
and 
Cleveland 2 to assistant 
Detroit. 

Assistants Transferred—Milo H. Laplant, 
from Chicago 2 to Detroit. John N. O'Malley, 
from Schenectady to South Norwalk agency. 

Other from 
assistant-at-large at Chicago 4 to assistant su- 
perintendent at Chicago 1. Daniel I. J. Clif- 
ford, from assistant superintendent at Cam- 


superintendents at 


Changes—Herbert S. Boas, 


bridge to home office. 

The leaders in the 
eleven months ended with November, 1920, are 
Assistant Superintendents Spinney of Malden 
Lamm of 


John Hancock for th« 


in weekly premium increase; M., 
New York 1, in gross ordinary issues, and Mr. 
Zeutner of Brooklyn 2, in gross accumulation 
fund issues. 

The star performers among the agents are 
Agent Reams of Malden, weekly premium in- 
crease; Agent Bradt of Buffalo, gross ordi- 
nary issues, and Agent Katz of Jersey City, 
accumulation of fund issues. 

This group in its entirety holds the leader 
ship for the fifth consecutive month, 

John Hancock men are making great prepa 
rations for the third day of the National Thrift 


Week, January 17 to 23, which is to feature 


life insurance. It is felt that the life insurance 
companies, working with the Thrift Week 
leaders, will find that day a fitting time to 
emphasize the moral obligation of carrying life 
insttrance, effect upon the | 


and its life and 
character of the individual. 


The Thrift Week 
movement is endorsed by the Association of 
Life Agency Officers, the National Association 
of Life Underwriters, the American Life 
Convention, the Canadian Life Underwriters’ 
Association, besides many other associations 
identified with civic, industrial and financial 
affairs. 

On Monday, December 27, a 
agency was opened at 146 Huron street, To 
ledo, Ohio, a territory in which the compan) 
has not hitherto been represented in its indus- 


John Hancock 


trial branch. The pioneer superintendent in 
this district is John C. MacLeod, 
heen assistant in Pittsburgh district 2, for the 


had 


where he 


who has 
years. Previously he heen 
assistant at New Bedford, Mass.. 
started in as an agent nineteen years ago. 
Another new Hancock agency is that at New 
London, Conn., under the direction of Windsor 


past eight 
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C. Jacques, who has been temporarily serving 
as acting superintendent at Whitinsville, Mass. 
It will be a canvassing agency, and the dis- 
trict will include Norwich and Westerly. It is 
felt that the field is one that offers exceptional 
opportunities for development. 

Dillon of the Whitinsville 
agency, who has been in poor health for some 


Superintendent 


time, has made a rapid recovery, and his re- 


appearance was a signal for scores of con- 


cratulations and good wishes. 


WITH THE METROPOLITAN 


Changes in New England Territory 
INDUSTRIAL INCREASE LEADERS 
MOSTLY FROM EASTERN 
DISTRICT 
New District in Chicago Known as Wash- 
ington Park—R. R. Bernhardt, 
Superintendent 


agents and agents unat- 
Metropolitan 
Company in industrial gross increase to De- 
cember 20 show the New England territory 
first with six out of the ten. The names and 
districts are as follows: E, A. Stiegel, Provi- 
dence, R. T.; C. E. Langevin, Pawtucket, R. L.; 
W. FE. Webb, Poplar Bluff, Mo.; W. T. Raines, 
Des Moines, Ia.; Barnet Paley, Riverside, N. 
Y.: J. F. Donovan, Northampton, Mass.; T. L. 
Custeau, Biddeford, Me.; Morris Weiser, Man- 
hattan, N. Y.: W. F. Donnelly Pawtucket, R. 
I.; W. T. Nolan, Waterbury, Conn. With the 
Jarnet Paley, Riverside, N. Y., 


The ten Icadineg 


tached of the Life Insurance 


exception of 
all are agents unattached. 

In the department the 
standing of unattached in 
the country at large, in paid-for business, for 


ordinary relativi 


agents and agents 


the year to and including the week of Novem- 


her 29 brings the following ten men at the 
head of the list: Gabriel Dunkelman, South 
Shore, Ill.: S. B. Fuller, Hamilton, Can.; 
\. W. Kirnak, Johnstown, Pa.; David Cahn, 


Detroit, Mich.:; J. W. Murphy, Cadillac, Mich. ; 
J. FE. Chic, Huntington, W. Va.; 
I.; A. J. Dubuc, Woonsocket, 
R. I.: M. S. Krause, Cadillac, Mich.; J. D. 
Wines, Cadillac, Mich. Ail were 
attached with the exception of A. W. Kirnak 


James Caruso, 


Groveland, 
agents un- 


of Johnstown, Pa. 


PROMOTIONS IN THE EAST 

There have been several changes among the 
New England territory. 
»f Stoneham, 
by Arthur 
Kav, formerly superintendent of Framingham, 
| . This brought 
about the promotion of C. Ringer, 
deputy superintendent at Malden, Mass., to be 
superintendent at Northampton, Mass., 
William Richason, transferred to 
Framingham, Mass. John J. 
tendent at Worcester, Mass., has been trans- 
ferred to Bavonne, N. J., to succeed Ralph F. 
transferred to the 
Mass., De- 


superintendents of the 
superintendent 


T. C. Healey, 


Mass.. resigned and was succeeded 


Mass., transferred November 15. 
Kenneth 
suc- 


ceeding 
Goff, superin- 


Cahen, superintendent, 


newly-created district ot! 
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Palmer, 


cember 27, while Frederick L. Moran, formerly 
field supervisor of the New England territory 
has been appointed superintendent at Worces- 
ter, Mass., Goff. 
Martin V. Joyce, a deputy superintendent in 
Springfield, Mass., has been promoted to be 
superintendent at Muskogee, Okla., and James 
G. Callahan, a deputy superintendent at Tower 
Grove, Mo., is now a superintendent of Hyde 


December 27, to succeed 


Park, Mass., a newly-created district. He was 
promoted December 27 

Leonard L. Baker, superintendent of Mo- 
berly, Mo., and Michael Byrne, superintendent 
of Springfield, Mo., have exchanged places, 
while George W. Rathwick, 
tendent at Sedalia, Mo., has been promoted to 
Samuel 


deputy superin- 


be superintendent of Springfield, Mo. 
Peterfreund, superintendent at Franklin, Mo., 
Essex, N. J., and 
Sidney H. Margrave, deputy superintendent at 
Moberly, Mo., has been promoted to be super- 
intendent at Tulsa, Okla.. 


has been transferred to 


December 27. 


IN THE Empire STATE 

In the Empire State William J. Floud, super- 
intendent at Hudson, N. Y., has resigned and 
his place has been filled by the promotion ot 
Reginald R. Lawrence, formerly deputy super- 
intendent at Tarrytown, N. Y. 

The Englewood district in the city of Chi- 
new district 
Park Dis- 
3arnhardt as superin- 


cago has heen divided and a 
created known as the Washington 
trict with Raymond R. 
tendent, December 27. 
\. Kastner, deputy su- 
Ont., has been pro- 
moted to be superintendent at Ont., 


January 3, to succeed Superintendent Walter 


In Canada Norman 
perintendent at Stratford, 


sarrie, 


while Franklin L. 
Ont., 


superintendent at 


M. Roebuck, who resigned, 
Ray, superintendent at Riverdale, and 
William R. McEachern, 
Toronto Center, Ont., have exchanged places. 

There have been a few changes in the South- 
ern territory, some promotions and some trans- 
Nasa, 


Orleans, 


John R. La formerly deputy- 


fers. 


superintendent at New La., is now 


superintendent at Lafayette, La., succeeding 
Charles T. Duncan, and James M. Thornton, 
formerly deputy superintendent at Talladega, 
Anniston, Ala., is now stiperintendent at An- 
niston, Ala. Walter Roth, superintendent at 
\nniston, Ala., has been transferred to Ports- 
mouth, Va., succeeding Patrick D. Brennan, 
superintendent, transferred to Homewood, 
Baltimore, Md. 

The annual superintendents 


the Metropolitan is to be held in New York, 


convention of 


January 27-20. 


Make it your business to discourage the 
policy loan at every possible opportunity. Such 
loans defeat in a large measure the purpose 
for which the insurance was intended. In 
such cases the insured is not really borrowing 
from the company. He is borrowing from his 
widow and his orphaned children. Stop it 
wherever you can.—Northwestern Wutual. 

The stay and pay kind are the only applica- 
tions that we want and that you want. They 
are the only kind that pay us and you. 





















A GLANCE IN THE MIRROR 


Manhattan Life Points Out Now is the Time 
for Introspection 






The turn of the year furnishes an oppor- 
tunity for the life insurance salesman to take 
stock of his undertakings in the period just 
closed with the idea of learning by his failures 
to make plans for the year 1921 which will 
avoid the pitfalls of the year 1920. 

This stock-taking, as it were, must not be 
carried out with the idea of brooding over the 
lack of accomplishment which in some cases 
spoiled the closing months of a salesman’s 
Far from it. The only 












struggle for business. 





use of resurrecting the past is to improve the 





possibilities of the future. To do otherwise is 
wasted time and effort. 


Introspection is good for every insurance 







salesman if it does not cause him to feel his 
Life from boy- 





discouragements too keenly. 





hood to manhood and even on to old age is one 





long struggle to overcome something which is 
In the same 





a stumbling block in one’s path. 





way all classes of business have their discourag 
ing features and their unsatisfactory periods. 
Life insurance is only one of the many. 
Perhaps the agent finds that he did not work 
he intended to when the year 
being more 







as steadily as 
began. He can correct this by 
systematic this year in disposing of his time. 
Perhaps he wasted too much time in chasing 
after big prospects which he felt would have 
put him on easy street if he had landed them, 
but they didn’t land. This too can be corrected 
for it is not given to every agent to write $100, 
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000 policies and there are not many average 
agents who could make a steady living in chas- 
ing only these rainbows. The company likes a 
volume of small policies. 

Experience, luck and 
most of all good management, is responsible 
for the ocasional successes of some agents in 
Some men do it seemingly 
easily as the country agent writes a 
Make up your mind then that for 
this year you will try for a steady production 
of average sized policies, then the big ones will 
take care of themselves. 

Selling life insurance is a continuous test of 
How many agents realize them- 


acquaintance, some 


writing big cases. 
just as 
$2000 case. 


character. 
selves whether they have built up their own 
character by their experiences of the past year 
Next to personality, 
character has much to do with successful sales- 
It is a factor which the other fellow 
cannot be very much fooled about. It shows in 
the conversation, the manner and the face. A 
life insurance salesman without character can- 
not hope to become a power in the business. 
Character study is worth dollars whether it is 
one’s own which is being studied or the other 


in the soliciting game. 


ianship. 


fellow’s. 

The agent may have experienced the handi- 
cap of insufficient training during the year 1920. 
He may not have spent enough of his own time 
in mastering the details of the business and the 
involved. Perhaps 
this reason he could talk his wares in- 
telligently when in the presence of men above 
This is something 


underlying problems for 


not 


the average in intelligence. 


Thursday 


which an agent can blame nobody for but him- 
self. A pleasant smile and happy approach 
cannot in itself sell life insurance. 

It must be obvious to the prospect whether 
or not the agent feels confident of his own 
knowledge and is sure of the points which he 
brings out. Knowledge is surely power when 
it comes to matching wits with an obstinate 
customer. Superficial salesmanship gets some 
of its hardest jolts from this source and yet the 
agent complains sometimes because he could 
not sell a certain prospect. This fault too can 
be remedied by taking more pains to be in- 
formed about one’s goods. 

There are other agents who are such glib 
talkers that they depend upon charming the 
customer rather than convincing him. This 
kind of salesmanship does not pay, for it fails 
to convince the well informed prospect. 

In some cases an agent talks over the cus- 
tomer’s head and does not realize it. He is too 
prone to want to make an impression upon the 
other fellow, feeling that in this way he is most 
likely to insure him. His chances are generally 
not very good if this is that agent’s type of ap- 
proach. 

Let him be genuine, courteous and well in- 
formed, when he talks business and persistent 
but not offensive in argument. He will be able 
to apply the remedy to any of the faults of so- 
liciting which he has fallen a victim to. 

The next twelve months of insurance solicit- 
ing will furnish a clean slate and the faults of 
the past can be made the teachers of the future. 
—Manhattan Life Agents Bulletin. 











out Illinois. 


Our System: 
All ages taken from date of birth. 


Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 


weeks of this year. 
Supt. from the time he starts. 


ance companies in the U. S. for some years. 
months. 


and work forthe Globe. Apply, 


431 S. Dearborn St., 








HE Globe wants Reliable Life agents with experience in ordinary and 

industrial insurance of good record in Chicago, Chicago Heights, 

Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 

The population of Chicago and surrounding towns and cities is 3,000,000, 

within the ‘‘forty mile limit’? reached by and through suburban transpor- 

tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight”’ in the industrial branch. 


Can handle men who can write ordinary business. 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
‘‘Claims Paid on Sight.” 


Contracts given with or without lapses being charged. 
contract an ex-Asst. Supt. of another company earned $4,000 the first 30 


Under the Globe system an experienced representative can become a 


Progress of the Globe is five times greater than the average of life insur 
This year for the first six 


Increase in Premium Income...20 Per Cent 
Increase in Assets.............. 30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life Ins. Co. 


Chicago, Ill. 


T. F. Barry, Sec. and Gen’l Mer. 


THE EUREKA LIFE INSURAN€E COMPANY 


BALTIMORE, MARYLAND 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


Incorporated 1882 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 

















Under the latter 


CuicaGo OFFICE 
Insurance Exchange 























annual income in the future. : : : 
Prices: per copy, 15 cents; 50 copies, $4,00; 100 copies, $6,00; 500 copies, $20.00; 
1,000 copies, $35.00; 5,000 copies, $150.00; 10,000 copies, $250.00. 
THE SPECTATOR COMPANY 





TRUST ESTATES 

By W. J. SINCLAIR 
Well-to-do men frequently have their minds burdened with the necessity of making 

some fitting provision for those who will survive them. A leaflet published by The 


Spectator Company entitled ‘Trust Estates” sets forth convincingly the methods 
and advantages of creating a trust fund with a life insurance company to provide an 


A real business producer. 


135 William Street 
New Yore 
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rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








CARNEGIE GRADUATES FIFTH CLASS 


Forty-Five Men Receive Degrees—M. J. 
Cleary Speaks 

The fifth class of the Carnegie School of 
Lite Insurance Salesmanship was graduated 
on Friday, December 17. The chief feature of 
the commencement exercises was a notable ad- 
dress by Vice-President M. J. Cleary of the 
Northwestern Mutual Life Insurance Com- 
pany, of Milwaukee. Mr. Cleary’s address was 
of especial interest to the class, since it dealt 
largely with the problems and responsibilities 
which they will face in their field work. He 
laid especial emphasis on the responsibility of 
agents to policyholders and beneficiaries, and 
made it quite clear that no claim to profes- 
sional standing in life insurance can be suc- 
cessfully maintained unless the agent is con- 
stantly serving both policyholders and bene- 
ficiaries unselfishly and intelligently. Mr. 
Cleary received a cordial reception from the 
students, and the conclusion of his address was 
marked by long and hearty applause. 

Following Mr. Cleary, Griffin M. Lovelace, 
director of the school, spoke on the purpose of 
the Carnegie School of Life Insurance Sales- 





The Test of Service 


The ultimate success of a life. 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Spri. gfield, Mass. incorporated 1851 











manship. He stated that the main function of 
the school was not merely to equip students 
with a fund of life insurance knowledge, but 
rather to train them in the practical work 
which they are to do as life insurance salesmen. 

C. J. Rockwell, the professor in charge of 
practical selling and field practice, announced 
that the students had secured about $600,000 
of insurance during the limited time they have 
available for soliciting, and, for the benefit of 
visitors, described the general methods of field 
work. 

He called attention to the fact that students 
are required to secure a license with the local 
general agents, at the beginning of their sec- 
ond week, and have assigned to them definite 
things to do, such as getting acquainted in a 
strange city, securing prospects and informa- 
tion about them, the first interview, team work 
for beginners, etc. They, must report on their 
daily work, the number of hours worked, the 
number of calls made and of interviews 
secured, 

After the presentation of certificates of 
graduation, the president of the class, Mr. W. 
W. Colby of Springfield, Ill., conducted Mr. 
Cleary to the lobby of the building, where he 
and the faculty held a reception for the stu- 


dents and visitors. 


William H. Dallas, assistant superintendent 
of agencies of the Northwestern, and a large 
number of Pittsburgh life insurance men, as 
well as several former graduates of the school, 
attended the commencement exercises. 

Ninety per cent of the class graduated. Their 


follow: 


Ayres, 13. W.. Worcester. Mass., State Mutual. 

Raine, L. H.. Montpelier, Vt., National Life of Vt. 

Behan, A. A., Troy, N. Y. ; ; 

Blanchard, W W., Omaha, Neb., Guardian Life of 
New York. ay eth 

Brown, S. J., Jacksonville, Fla., Guardian Life of N.Y. 

Cameron. T. L., Oshkosh, Wis., Northwestern Mutual. 

Chisholm, M. T., Greensboro, N. C., Guardian Life 
of New York. 

Churchill, W. T.. Buffalo, N. Y. : ws 

Colby, W. W., Springfield, Ill., Franklin Life. 

Custer. C. R., Johnstown, Pa., Home Life. 

Nanielson. A. C., Madison, Wis., Northwestern Mutual. 

Duskin, D. D., Guthrie, Okla., American Life. 

Field, R. E. L., Macon, Ga., Atlantic Life. 

Foust, H. P., Greensboro, N. C., Equitable of N. Y. 

Greb, J. W., Spokane. Wash., New York Life. 

Hansen, A. G., Milwaukee, Wis., Old Line Life. 

Hazlehurst, John L., Jr., Wilmington, N. Cc. 
England Mutual. 

Iforst, A. F., Sioux City, Ia., Penn Mutual. 

Hutchinson, H. N., Charleston, W. Va., Northwestern 
Mutual. ; : 

Kahn, Mathilde, Miss, Salt Lake City, Utah. tna 


names 


New 


Te. e = > 
Keenen, B. E.. Johnsonburg, Pa., Equitable of N. Y. 


Kuhl, F. A., Springfield, Ill., Franklin Life. 
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Lund, R. C., Warren, Pa., Northwestern Mutual. 

Mason, L. A., Beaver, Pa., Standard Life. 

McKercher, D. E., Sioux City, Ia., Northwestern 
Mutual. 

McLeran, D. O., Chicago, IIl., Home Life. 
McPherson, R. A., Wilkinsburg, Pa., Northwestern 
Mutual. 
Moats, E. R., 
Mutual. 
Moser, W. C.. St. Louis, Mo., Guardian Life of N. Y. 

Nourse, W. L.. Boston, Mass., Pheenix Mutual. 
Patteson, O. L., Mt. Hope, W. Va., Northwestern 
Mutual. 
Pell, W. E., Raleigh, N. C., Jefferson Standard. 
i . C. W., Charleston, W. Va., Mass. Mutual. 
J. _A., Williamsport, Pa., Prov. Life and Trust. 
J., Pittsburgh, Pa., Phenix Mutual. 
Rouling, C. W., Morton, IIIl., Mass. Mutual. 
Rolston, E. D., Chattanooga, Tenn., New 
Mutual. 
Stark, L. D., Guthrie, Okla., American Life. 
Story, C. B., Pittsburgh, Pa., Standard Life. 
Todd, R. M., Pittsburgh, Pa., Connecticut General. 
Turner, C. S., Roanoke, Va., New England Mutual. 
Walrath, E. C., Miss, Bay City, Mich., Penn Mutual. 
Weiss, W. H., Boston, Mass., Columbian National. 
Williams, Clara, Miss, Sharon, Pa., Equitable of N. Y. 
Williams, G. B., Sioux City. Ia., Northwestern Mutual. 


Moundsville, W. Va., Northwestern 


England 


Million-Dollar Men at Des Moines 

Five men each of whom wrote more than a 
million dollars in new business last year were 
among the agents attending a district conven- 
tion of agents of the Bankers Life Company 
at the home offices in Des Moines last week. 
They were G. F. Murrell of Pittsburgh, who 
was personally responsible for a million and a 
quarter in business; B. T. Childress of Dallas, 
Texas; W. A. Hinshaw of Des Moines; H. 
C. Walburn of Huntington, W. Va.; T. C. 
Meyer of Milwaukee. 

The meeting was for agents in general, but 
a unique feature of the sessions was a gather- 
ing of twenty-six men who have written $10,- 
ooo the first fifteen days of each month during 
the year. W. A. Hinshaw of Des Moines and 
three others have accomplished the feat for 
forty-eight consecutive months. 


The Prosperous Agent 
By Witt1AM ALEXANDER 


If palmists and phrenologists could really 
interpret character and predict future events, 
they would be deluged with customers, includ- 
ing the men and women who would like to 
know whether they could make their fortunes 
by becoming life insurance solicitors. But the 
people who want to discover the secret of suc- 
cess in the life insurance business need not go 
to either palmists or phrenologists. They can 
find out what they want to know by reading 
William Alexander’s new book, entitled “The 
Prosperous Agent.” 

This little book describes the characteristics 
of the successful agent, and how those charac- 
teristics can be coined into money. Price, in 
cardboard, $1.00; bound in red cloth, $1.50. 


A. T. Meade Rearrested 

Arlington T. Meade, who was recently ar- 
rested by the New York Insurance Department 
on charges of having operated an unlicensed 
company in this State and who was released 
after furnishing security sufficient to cover 
his liabilities, was immediately rearrested by 
the department, charged with having acted as 
a broker without having obtained a license. 
J. L. Wood, head of the claim division of the 
New York department, says that it is the first 
case of its kind in New York. 
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The Prudential Insurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 








HOME OFFICE 
NEWARE., N. J. 








EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
— and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 





Live Men Can Double Their Income 
selling our 
MONTHLY PENSION BONDS 
(copyrighted) 
Under our Service Pension Contract 


The LaFayette Life Insurance Co. 


LaFAYETTE, INDIANA 


W. W. LANE, Secretary A. E. WERKHOFFP, President 
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High Class Salesman Wanted 


to sell American Credit Insurance 


Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 


91 William Street 
New York 


415 Locust Street 
St. Louis, Mo. 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 


91 William Street New York 








Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 


We are well equipped to serve Agents of the Mis- 
sissippi Valley-——Correspondence Solicited. 


OAKLEY H. BEYER 


Superintendent of Agents 


W. L. TAYLOR 


Vice-President and General Manager 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 














GHIGAGO 
NATIONAL LIFE 
INSURANCE CO. 


10 South La Salle Street 


NOW ORGANIZING 


AN ILLINOIS COMPANY OWNED BY 
ILLINOIS CAPITAL—MANAGED BY 
LIFE INSURANCE MEN 























TE ae IN 
Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the app!i- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
Corporation and fire business. An insurance com- 
pany official writes, “‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 


Tim 5 Summa 





ANNUAL INCOME INSURANCE 


Actuary Hutcheson Mentions Mr. McClin- 


tock as the Originator Thereof 
[To the Editor of THe Sprecrartor] 

On page four of your issue of December 23, 
you call attention to W. T. Nash as the 
originator of the monthly income insurance 
plan. In this connection it may be of interest 
to your readers to know that the originator of 
the annual life income plan was the late Emory 
McClintock, the actuary of the Mutual Life 
Insurance Company of New York. 

Mr. McClintock devised this policy and it 
was brought out by the Mutual Life in Febru- 
ary, 1893, to celebrate the fiftieth anniversary 
of the Mutual Life’s commencing business; 
the contract at that time was called the Con- 
tinuous Instalment Policy. 

Survivorship, or reversionary annuities, had 
been issued since the earliest days of insur- 
ance, and such annuities were considered by 
many as the very best sort of provision which 
a husband, for example, could make for his 
wife after his death, or for his children after 
his death. Such contracts, however, had this 
objection that .if the wife or the child, as the 
case might be, died before the insured, the in- 
sured “got nothing for his money” according 
to the parlance of the man in the street. J 

In the “nineties,” it was the practice of 
some companies to issue a policy providing 
for twenty payments certain of $50 each after 
the death of the insured, and such contracts 
were sometimes called a contract for $1000 
and not a contract for the commuted value of 
the twenty annual instalments of $50 each. 

Mr. McClintock devised the life income or 
continuous instalment policy, which combined 
the advantages of the reversionary annuity 
with those of a policy payable in twenty in- 
stalments certain. The first annual payment o! 
income was made on the death of the insured 
under the Mutual Life’s policy, and the sub- 
sequent nineteen annual payments were 
made annually thereafter. One disadvantage 
of annual payments, of course, is that all of 
the income might be spent early in the year 
after receipt thereof, and a monthly income 
has not this same disadvantage. 

It would appear from your article that what 
Mr. Nash did was to improve on Mr. McClin- 
tock’s idea by spreading the income over each 
month of the year. The contracts, however, 
are essentially the same. 

I am sure that many of your readers will be 
glad to have the above facts regarding the 
origin of the annual life income policy, and I 
amongst others would be glad to know when 
the monthly income life policy was first issued. 

In this connection it should not be forgotten 
that the New York laws of 1906 require com- 
panies to allow the life income as a mode of 
settlement in the case of all policies issued on 
or after January I, 1907. 

Yours very truly, 
Wm. A. HutcHEson, 
Second Vice-President and Actuary, 
Mutual Life Insurance Company. 

New York, December 30, 1920. 

Tue SPECTATOR is advised by Mr. Nash that 
the monthly income policy containing non- 
commutable and non-assignable clauses was 
first issued and made public by the Prudential 
Insurance Company of America in September, 
1908. Mr. Nash had been talking up this policy 
form for fifteen years prior to that date, and, 
at his suggestion, the American Central Life, 
in 1906 or 1907, began issuing a monthly in- 
come policy, but without the non-assignable 
clause. He has heard that another company 
once issued a few policies payable monthly, 
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but the monthly income plan was not brought 
to the attention of the public, the insurance 
journals and the insurance world in general 
until September, 1908—certainly not the plan 
embracing the two clauses above referred to, 
and which make the monthly income policy the 
About twenty- 

authenticated 


attractive contract that it is. 

seven years ago, according to 
letters in our possession, a prospect was dis- 
cussing with an insurance agent the problem 
of providing for the education of his young 
children in the event of his early death, so that 
a regular income would be assured -and_his 
wife would not be confronted with the difficulty 
of investing the lump sums which would accrue 
to her on his decease. The agent in the case 
was William T. Nash, who stated to the pros- 
pect that he had had in mind, and believed 
some day a company would issue a policy pro- 
viding for the beneficiary in 
monthly instalments, and further that the con- 
tract would be so drawn that the obligation of 
the company to pay the instalments could not 
be evaded, and the beneficiary would be pro- 
hibited from assigning or disposing of the 
rights to receive the periodical payments. That 


payment to 


was the germ of the monthly income feature 
which originated in the mind of Mr. Nash, and 
for some years he endeavored to have it con- 
sidered by men of prominence in the insur- 
ance world, but without avail—Editor, Tue 
SPECTATOR, 


Annual Dividend Scales for 1921 


The following 
adopted for 1921 the same dividend scale as 


insurance companies have 
Baltimore Life Insurance Company, 
Bankers Reserve Life Insur- 
Neb.: Massachusetts 

Company, 


of 1920: 
Baltimore, Md.; 
ance Company, Omaha, 
Mutual Life 
Mass.; Minnesota Mutual Life Insurance Com- 
pany, St. Paul, Minn.: Mutual Benefit Life In- 
surance Company, Newark, N..J.; National 
Life Insurance Company, Montpelier, Vt.; 
Philadelphia Life Insurance Company, Phila- 
delphia, Pa.; Northwestern National Life In- 
New 


Insurance Boston, 


surance Company, Minneapolis, Minn.; 


England Mutual. Life Insurance Company, 
Boston, Mass.: Register Life Insurance Com- 
pany, Davenport, Ia.; Security Mutual Life 


Insurance Company, Binghamton, N. Y.; Union 
Central Life Insurance Company, Cincinnati, 


Ohio. 


Journal of the Institute of Actuaries 

The April, 1920, issue of the “Journal of the 
Institute of Actuaries” (No. 273), constituting 
Part I of Volume LII, has been issued. Among 
the contents of this number are the following 
papers and articles: 

The Reversionary (or Prospective) and Col- 
Methods of Valuing Widows Funds, 
with some Notes on the Valuation of the 
Church of Ireland Widows and Orphans Fund, 
by Charles E. M.A., LL.D., 
tary at the Dublin office of the Standard Life 
Assurance Company; Abstract of the Discus- 
sion on the preceding; A New Method of Valu- 


lective 


Howell, secre- 
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Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


Progressively Successful 


Insurance in Force over $95,000,000 
Assets over 8,000,000 


Operates in’ Texas only 





ortHeR “Zn ]” 
E LIFE 
OF HEALTH 
EHR: oe 
Z ae E pouicy 
Z aa | fs A. sansa 
INSURANCE CO. | {ff l heal < nora Beare 


Northern Life Building 
SEATTLE, U. S. A. 





Reserves and Surplus to Policyholders COMBINATION 
RN $1,950,000.00 ONTRACTS 










Loss of Hands, Feet, 





yes 
Permaner t Disability 
Benefits 
Monsthly Indemnities 
Sickness or Accident 


D. B. MORGAN 


President 


HOME OFFICE, SEATTLE, U.S. A. 





Reliable Representatives Wanted 

















lor an operation, For men’s suits, 

a surgeon: a tailor; 
For women’s clothes, For building plans, 

a modiste; an architect ; 


For automobile insurance, 


THE OHIO CASUALTY INSURANCE CO. 


A. specializing company offering “the best in automobile 
insurance.” 


B. D. Lecklider, President 
Howard Sloneker, Sec’y and Mgr. 
HAMILTON, OHIO 





LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 | 


Enters the Insurance Field 











‘ Would you like to represent a life company in its 
home state where you will have back of you the in- 
fluence and interest of the biggest men in the com- 
munity? 


If so, communicate with 


CLINTON C. WHITE, Secretary 
Puritan Life-Insurance Company 
Providence, R. I. 


A direct contract with the Company. General Agent’s Commissions. 








THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 














WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Exper:ments, chance for promotion. 


FEDERAL CASUALTY COMTANY «- e«& «= DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY « - DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 














C. E. Clarke, President J. R. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial { 











Surety and Fidelity Bonds 





American Bonding and Casualty Company 


AND 
CASUALTY COMPANY 





Home Office: Sioux City, lowa 
Gus. A. Elbow, President 
Over $850,000.00 in approved securities on deposit with Iowa Insurance Department for protection of policyholders. 
Assets June 30th, 1919—$1,707,890.53 


The unprecedented growth of this company is evidence of the ee he of our Service. Agents are invited to avail themselves of this 
service where we are not represented. 


Casualty Insurance 








See 
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ing Policies in Groups, by H. L. Trachtenberg, 
B.A., A. I, A., actuarial assistant in the sta- 
tistical department of the Medical Research 
Committee; Some Further Suggestions on the 
Subject of Approximate Valuations, by Alfred 
Henry, F, I. A., of the Government Actuary’s 
Department; Abstract of the Discussion on 
the preceding; Valuation of Redeemable Se- 
curities with Allowance for Tax; Unemploy- 
ment Insurance Bill; National Health Insur- 
ance Bill, 1920; Legal Notes by William 
Charles Sharman, F. I. A., barrister-at-law; 
An elementary demonstration of Stirling's ap- 


proximate formula for the value of fac- 
terial n. 

It also contains the review of a special re- 
port on Pulmonary Tuberculosis: Mortality 
After Sanatorium Treatment, by Noel D. 


Bardswell, M. V. O:; M: D., F. R. C. P.,. and 
J. H, R. Thompson, F. I. A.; Correspondence 
on the Yield on a Redeemable Bond When 
Income Tax is taken into account, and data 
concerning and features of the Institute, in- 
cluding results of examinations, obituary notes, 
etc. 

This issue of the “Journal of the Institute 
of Actuaries” may be procured at $2.50 per 
copy through The Spectator Company, New 
York, 








RAILROADS OPERATED UNDER RECE 


Company Mileage 
BiGota MNOCNETN: 660.605 65 6. ew ceceecawnnds 15 
Boyne City, Gaylord & Alpena.............. 94 
Cape Gisardeau Narthert... 6... osc c0cccceses 104 
Chicago G& Waster TINGS sc <<. cc nckesivs 1,136 
Chicage, Peoria & St. (EGdits ccc ccicecccns's 255 
COlGRARG MATAR oiccie cote vais cen cc ca eee w dies 338 
Colorado Springs & Cripple Creek Dist. Ry. 74 
Creston, Winterset & Des Moines........... 22 
Daneville G Bt. TRGerWe 6. oes cece ete 15 
Blemver Gio Gtanees 65.c os cece eccees 2,610 
Dern yer Ge BAe LO iio ios oo 5 5.2 soci te gene 255 
MTOR MECN sicict d cievee oa. bincs wach ewes 36 
Evansville & Indianapolis ................. 146 
TRORIMINOEG, BSIBONAD  go6. co isin wo he nen site 16 
GSE Sete Ge WV CRUOETE 66.065 hsv ccon ope wesiee cis 254 
Oh ek SL GG a Nese ereeer 348 
Gould SOUWEMGRN <6 ccc ces cee cieicness 18 
Greetiville & Westettin << 6c. .5 ccc eee ews 23 
Haynesville & Montgomery................. 9 
Houston & Brazog Vaney... ccc ei li cces sews 29 
PE Sak Ss er carer eerie 140 
International & Great Northern............ 1,160 
Kansas Clty, Mexico & Orient.............. 964 
Kansas City Northwestern. «<2. ..-..0.00606. 200 
Se eR cigs anoint oc bi bc ecacohe: 3. ert ea ese erw Siete 50 
Eowierana & Northwest § «oon co ece cc ndieessne 121 
Wicen: Ge i oo oaic ol ee sets ccc eee's 97 
Manistee & North. Pastetn:. .....05.0500 0c es ce 190 
Marshall & East Texas........... BoM ae saat 72 
Missouri & North Arkansas................ 365 
Missouri, Kansas & Texas.........-00 020508008 1,744 
Missouri.: Kansas & Texas of Texas......... 1,792 
WEGRdd SNUSE EINE oc 6 65:66 cievsiw cite wee cases 12 
New Bert & Wield. .<..365<0 i scsscsiecs ees 
ent CBE 6 cic sicleris oe ene occcde sqeceiarms 110 
Oranwenete MauWae vo c660 en vied se ewe ces ay: 
aes OME oie ono « reKns oe ce cnr aee odie 32 
Palatine, Lake Zurich & Wauconda.......... 15 
Bitte: Bite © NGRANOti ics oc cieekc cae n sc sc0e ss 10 
Pittsburah & Susquehanna <....... 0%... 23 
Pittsburgh, Shawmut & Northern........... 205 
One Oo PRONE OEEE aioe ices eed cde cess ox 9000 28 
St. Louis & Missouri Southern............. 8 
St.. Louis. EY Reno & Western. .. «066.2060 42 
SAME, NOUNCED caiscciece seer tied ce siete ses 81 
San Antonio, Uvalde & Gulf...........0.066060- 317 
SOREN ORIN ors. sinrv 0.4 erases 6 5's ox eGo adnate wee 18 
Southwestern: Ratway. .ccccccs ences vcs 30 
Tennessee & North Carolina............... 37 
WOMMMEERG CRGEEGD | oho odie 5.55.05 08g We chin als 295 
eee Oe RONG canbe els 2 ph iv aos oraleré are mies sb dio we 1,947 
Pidewater © Vester ooo ec cscs con see ees 93 
Bee ae RG OG Oe eae erry 35 
Toledo, Peoria & Western... .......0ce00. 248 
Toledo. St: auis G Western « «56: 0.0.5:5.00560 60% 454 
Trinity & Brazoa@ Valley... cscsessccscce 369 
Twin Mountain & Potomac................. °F 
Wabash, Chester & Western................ 65 
Weatitees) (Greet: VAy 6. cciiscciceiecce scenes 3 
Wichita Falls & Northwestern.............. 329 
Williamsport & North Branch............... 56 


I 


R. R. BONDS AND LIFE 
INSURANCE 


Large Annual Returns from Securi- 
ties Constitute a Temptation 


NEED OF PROVIDING CASH 


Moderate Sized Life Policy Will Help Ex- 
ecutors to Avoid Selling Bonds 
at a Loss 

Owing in part to circumstances caused by 
the war and the general abnormal economic 
and business conditions prevailing throughout 
the world, the prices of many securities issued 
by railroads and other corporations have 
shrunk materially, so that the yield of those 
capable of earning sufficient to pay their in- 
terest obligations is relatively high. 

This offers a temptation to many investors 
to put their money into such securities, in the 
hope of securing a permanently large annual 
return thereon. 

However, while there is always.an element 
of risk in the purchase of securities promising 
large returns upon the investment, this element 
of hazard is accentuated by the present busi- 
ness conditions. Every man or woman own- 


VERSHIPS, AS ON JANUARY 1, 1920 


Date of Funded Debt, Stocks, 

Receivership Old Company Old Company 
Aig. So BGnO ee ease $125,000 $675,000 
Now. 396 TOG. & occ cca 800,000 669,300 
April 14, 39862. 6c ckes 1,500,000 110,000 
May 27, I1998......... 59,289,000 18,267,900 
July: SE, BERG. scicccs 4,000,000 4,000,000 
July, ees coceeaer 9,532,000 10,000,000 
May 3G, 1980... 0icic0 2,680,879 2,000,000 
June. 25, FOG. oi. 660s: 200,000 98,600 
June, OO ee 150,000 50,000 
Jams 26. WRaee sso oss 121,802,000 87,779,800 
Lo ae 12,514,000 12,182,500 
Maw. GE, TesGiivecccos 8 8 «©§«©«eeeawens 3,455,900 
NAW 20 BOG ccc naccn 2,500,000 2,000,000 
Jan. © TEE ccacsacs  sweseces, jg desteeger 
Oct. - So. TER sc teess 6,240,000 5,000,000 
Mat BF NOES ais sic cece 7,820,000 8,750,000 
April 14, 1914......... 8,989 51,000 
. ll! OS eee 460,000 50,000 
ee | ee 41,000 50,000 
Nowe S75 1G8O soi «0 es xis 420,000 24,000 
Sent, FG; Less. o6.0ta ws.) 3,398,000 5,000,000 
Ave. ti; 1908s. aise 26,347,000 4,822,000 
Ape 17, TGET 6. 605.<«'s 31,000,000 20,000,000 
Feb., MOU ccccwcca  Wedeeson jo ‘waeaustas 
Nowe 92s 2ON4s. .. oact 4,050 300,000 
Aug, 20, TS. cc cwces 2,250,000 2,300,000 
Feb. 3. 19086 ccc 500,000 500,000 
Dec., 1) |. rarer 1,172,000 1,172,000 
pce ae | a 1,180,000 200,000 
Anew 9. 190.2 occ. nx 8,353,295 8,340,000 
Sent. 27, BOlGs 62 6005:<¢ 101,728,750 76,283,257 
Sept. 27, 1915......... 35,638,054 10,152,500 
Jan., TOG a cckesce  seseempasr oo <«demeeus 
Tan. 15, 1919 23,800 30,000 
Fuly 12% 1999...<....- 416,000 265,000 
June V7, ISG. ccc | || ercee 100,000 
$00,000 500,000 

ek SE PR ease 8 —"eaceee 230,000 
Feb. 9, 1916 pe 43,000 160,000 
Jatt. YE 198G. 6.5 ones 300,000 500,000 
‘Aug. 1, 1905 14,655,000 15,000,000 
Well, (AO, PORE ores! | venicews 1,000,000 
Apewis: 8ibiccecece 00 eee) l(t ei 
Oct: “S I91B. uc. c.c 817.000 970,800 
Fake 27; 3908s oe ene u. 1,500,000 1,162,300 
Aug., Ci, 4.413.000 280,000 
fat. 97) WOT... 06 dads 68.779 350,000 
Now, Bi. IGE7 ..g she ees 354.000 35,000 
Sept. 16; 1996.2... .6. 5. 154,000 306,100 
Bec. 83, 1992:.55.64;. 12,232,900 7,941,500 
Get: BF, IG once. 54,621.000 38,763,810 
May 14, 1997 ....00.20% 300,000 300,000 
Clee: 1S, ISIGS Hae 250,000 
Wile 9 $007.50. 4.895.000 4,076,900 
Met. 22. BGS... 04:05, 27,602,000 19,947,600 
Fane IG. 104. oc cae 52 8,760,000 304,000 
; tC Sane 500,000 500,000 
Rube 265; 1094.2. ....25; 690,000 1,250,000 
‘Aug., 1: 3) rete 75,000 1.400 
Tune, 13 Cee ey a 2,000,000 
Var (65° 908F 05 ces 545,000 1,324,662 


ing considerable property of a diversified 
character may reasonably expect that some of 
his or her investments will turn out unprofita- 
bly. It is, therefore, the part of wisdom to 
secure a certain amount of life insurance, 
which would not only help to make good the 
average percentage of loss through bad invest- 
ments, but would be of particular service fol- 
lowing the death of the insured in providing 
cash wherewith to meet necessary expenditures, 
including inheritance taxes, without the ex- 
ecutors or administrators being forced to dis- 
pose of securities at a loss. 

That the anticipation of loss through invest- 
ments in railroad securities, for example, is 
not a groundless one, is well proved by the 
following lists of railroad receiverships estab- 
lished during 1919, railroad property fore- 
closures during 1919, and railroads operated 
under receiverships as on January I, 1920, com- 
piled from the 1920 edition of the ‘““Manual of 
Statistics.” These lists are as appended: 


RAILROAD RC cae cae ESTABLISHED 





RING 1919 
Funded 
Mile- Debt Out- Stocks Out- 
ComMPaNy age standing standing 
Altoona Northern ...... 16 $125,000 $675,000 
Colorado Springs & Crip- 
ple Creek District Ry.. 74 2,680,879 2,000,000 
Eastern Kentucky ...... 36. danas 3,455,900 
Pacific & Eastern....... 33 300,000 500,000 
Pittsburgh & Susquehanna 23 400,000 500,000 
Timpson Henddrson... SG  cccccx 250,000 
Twin Mountain & Poto- 
WE caccvecccerursecs 27 500,000 500,000 
QOAila co eicisaues 244 $4,005,879 $7,880,900 


RAILROAD PROPERTY FORECLOSURES 
DURING 1919 





Funded 
Mile- Debt Out- Stocks Out- 
CoMPANY age standing standing 
Astesion “Helt .ccc cece 4 Saeans $70,000 
Elkin & Allegheny...... 15 $480,000 476,300 
Florida. Alabama & Gulf. 26 500,000 150,000 
Fort Smith, Subiaco & 

Le 1) eer ere 14 400,000 150,000 
Georgia Coast & Piedmont 100 1,807,287 1,572,000 
Gulf, Florida & Alabama. 157 4,410,000 4,410,000 
Ocklawaha Valley ...... a es; 250,000 
Waycross & Western.... 45 384,000 420,000 

ys | eae be 459 $7,981,287 $7,498,300 





To Hold Sales Congress at Topeka 

The second annual sales congress of the 
Kansas Life Underwriters will be held at 
Topeka, January 10, and it is expected that it 
will bring together the largest group of life 
men and women the State has ever had. The 
Topeka underwriters, who have charge of the 
plans for the conference, have announced the 
following speakers: 

Orville Thorp, Dallas, Tex., president Na- 
tional Life Underwriters; Charles W. Scovel, 
Pittsburgh, Pa.: Franklin W. Ganse, Boston, 
Mass.; P. M. Ray, Des Moines, Ia.; E. H. 
Lindley, chancellor, University of Kansas. 


Charles L. Rannells Dead 
Charles L. Rannells, vice-president and super- 
intendent of agencies for the Federal Life In- 
surance Company of Chicago, died last week. 
Mr. Rannells was well known in Chicago in- 
surance circles, and will be greatly missed in 
the offices of his company. 


—An opportunity for a life insurance company to 
secure the services of an experienced young man is 
offered elsewhere in our columns. Several years of 
home-office experience in the various departments 
makes him a desirable employee. , 
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The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 








E. M. Ammons, President B. M. Stackhouse, Sec’y. 








GROSS ASSETS..... 0... ccccecceees $2,800,000. 00 
SURPLUS TO POLICY HOLDERS... 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 














Agency Openings in Indiana 


Excellent territory for both local and 
general agents who know how to work. 


Our policies sell when others will not 
Rate, Age 30, $14.26 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 


) D. Powers, President Darwin W. Johnson, Sec’y and Treas. 
1. Smith Homans, Asst. Sec’y and Actuary Louis G. Russell, Mgr. Industrial dept 


Commonwealth Life Ins. Co. 


Home Office: Commonweai.h Bldg., 106-110 South Fifth St. 
Louisville, Ky. 


THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 























Look up the record of 14 years’ successful life insur- 
ance service of the 


FORT WORTH LIFE 


Fort Worth, Texas. 


Then write concerning an 
Attractive Contract to sell 
Popular Policies at 
Reasonable Rates in 
Prosperous Territory in Texas 


QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
Equipment, whois ‘‘Four Square” and willing to work;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records. 

Great Opportunity for the men who can qualify! ! 

From May,1919, to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


, THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 

















Tur PENINSULAR CASUALTY INSURANCE CO. 


Home Office— BAY CITY, MICHIGAN 
Authorized Capital $250,000.00 


Now writing—Accident and Health Insurance, Live Stock, 

Commencing January Ist, will write General Casualty Lines, 
including Automobile. 

Attractive Agency Proposition in Michigan, and will soon enter 
adjoining States. 











National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
‘More days of Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary €§@ General Manager 


















































Colon S iio, a kawey Vahey, m Harmon 4 . Welle, 
anaging Underwriter, 
— Nt Genmat ne. cane ALBUQUERQUE, NEW MEXICO 
Home Office—CHICAGO, ILL. . 
re CAPITAL AND SURPLUS TO POLICYHOLDERS, OVER $1,000,000.00 
N we é WRI TES 
— Fidelity and Surety Bonds Plate Glass General Liability 
RENGTI Accident and Health Burglary : Elevator 
ALIS Tied Monthly Payment Automobile Liability—Property Teams 
HICAGO Damage and Collision 
pon ) Licensed by the United States Government, the District of Columbia, and the following States: 
In nce Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 
Pennsylvania, Kentucky, Wisconsin, Maryland, Nebraska, West Virginia. 
AC rr ee x . ; 
vaktand by ea aun Cihens cad Mimameeae ae ea ee . sitempeing 
A. J. SABATH, President O. F. ROBERTS, Vice-Pres. & General Manager 
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OBSERVATIONS IN THE CASUALTY FIELD 























WANTS CHANGE IN COMPENSATION 
LAW 
Only Reference to Insurance by Governor 
Miller in Message to Legislature 
In his message to the Legislature, Governor 
Nathan I, Miller of New York makes only 
one reference to the insurance. 
After discussing the faulty organization of the 
defect 
The 


business of 


Industrial Commission, he mentions a 
in the Workmen’s Compensation 
following is an extract from the message: 


Law. 


In this connection I desire to call attention to 
what appears to me to be a serious defect in 
the Workmen’s Compensation Law. It is es- 
sential to the just working of the law that set- 
tlements be made promptly. The theory of 
the law is compensation to tide an injured 
employee over the period of disability, the re- 
lation of the employer and employee continuing 
at least during that period. It will promote 
better relations between employer and employee 
to have these matters put upon that basis in 
fact as well as theory, and to have them at- 
tended to as far as possible in the normal way 
without the introduction of third parties. The 
introduction of the insurance carriers shifts 
the responsibility from employer to carrier, 
with the result that the employee has to look 
to administrative agencies of the State or to 
the third party carrier. There results an un 
necessary barrier and estrangement between 
employer and employee and inevitable delay, 
often to the acute distress of the employee. 

I recommend that the statute be amended 
so as to require the continuance of an injured 
employee on the pay roll and the pavment after 
the two weeks’ waiting period of the two- 
thirds compensation required by law, unless 
the employer notifies the Commission that the 
case will he contested, in which case the con- 
test should be hrought on promptly for a hear- 
ing. In my opinion that change will remove 
the cause of many delays, it will promote the 
automatic and harmonious operation of the 
law, and will tend to remove some of those 
causes of estrangement between employer and 
emplovee. who are fortunately beginning to 
learn that their interests are mutual. 


Travelers Insurance Companies 
During 1920 the Travelers companies of 
Hartford passed the $200,000,000 mark in as- 
scts, the premiums of the Travelers Insurance 
Company and the Travelers Indemnity Com- 
pany for accident and health business having 
exceeded $10,000,000, while the automobile pre- 
The 
total premium income of the two companies 
was nearly $86,c00,000. The Travelers Insur- 
ance Company closed last year with over $6309,- 


miums were approximately $11,000,0C0. 


700,000 of new life insurance paid for, its life 
premiums having exceeded $36,0c0,000, while 
its compensation and liability premiums nearly 
reached $32,000,000. 


Des Moines Man Voices Optimism 
Ernest W. Brown, secretary and treasurer 
of the Men's Accident 
Association of Des Moines, sends out a New 
Year’s card to the company’s agency force, 


Inter-State Business 


which is so optimistic and inspiring that it is 
rcproduced below for the benefit of others: 


The Inter-State’s problem for the year 1921 
will be your problem. You in the field and we 
in the office are joint builders of the founda- 
tion of integrity and service which supports 
our institution. We, who are to succeed in the 
year 1921, must quickly adjust ourselves to the 
new conditions, with the determination to con- 
auer them, rather than to let them conquer us. 
To do this intelligently we must know the truth 


about the general business situation, and by 
that truth to retain our confidence. There is 


nothing peculiar about the present financial re- 
adjustment period which we have just entered. 
It is a natural phenomenon that follows over- 
expansion just as night follows day, and will 
in turn be followed by a period of returning 
confidence and regained credit. Let us bid the 
new year welcome. Let us face it and its prob- 
lems with confidence and courage, knowing 
that the underlying conditions of business in 
our United States are fundamentally sound. 


Georgia Compensation Bureau to Organize 

Insurance Commissioner Wm. A. Wright of 
Georgia has called a meeting of the compensa- 
tion insurance carriers authorized to transact 
business in that State for the purpose of or- 
ganizing a local rating and inspection bureau. 
The meeting will be held on Wednesday, Janu- 
ary 12 at 10 o'clock and the carriers are re- 
quested by the commissioner to be represented 
by persons who will be authorized to take final 
action in the matter of adopting a form of 
constitution for the conduct of the bureau. 
At a general meeting of the compensation 
carriers held in New York on December 10 at 
the offices of the National Council on Work- 
men’s Compensation Insurance, a committee 
consisting of the National 
Council, the manager of the National Associa- 
tion of Mutual Casualty Companies, and the 
manager of the National Workmen’s Compen- 
with 


manager of the 


sation Service Bureau, was appointed, 
power, to confer with the Insurance Commis- 
sioner on this subject. 

The committee proceeded to Atlanta and 
presented to Commissioner Wright a statement 
of the problem involved in launching the 
Georgia Workmen’s Compensation Law with 
reference to its insurance provisions. The law 
will go into effect on March 1 and there is 
a great deal of preliminary work to be done 
hy way of inspecting risks and determining 
adjusted merit rates. It is expected at the 
January 12 meeting all necessary preliminaries 
will be disposed of so that the local bureau can 
commence to function without delay. 


New York Federation Has Good Year 

Stanley L. Otis, executive secretary of the 
Insurance State of New 
York, has sent a New Year’s letter to the mem- 
hers of the Federation in which he briefly re- 
views the accomplishments of the year and 
remarks the excellent condition in which the 
organization begins the year. 
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Federation of the 


Two Points of Compensaticn Law 

The Industrial Commission of Utah has de- 
cided that where compensation for an injured 
workman has been fixed to cover a specified 
period the balance of the money must be paid 
to his estate if he dies before the expiration 
of the period, even though death results from 
with those that 
It was contended 


causes in no wise connected 
brought about the disability. 
that compensation being due it became a vested 
right in the deceased’s estate. It is expected 
that the employers will apepal the case to the 
State Supreme Court. 

The Utah State Supreme Court has decided 
that the Industrial Commission has the right 
under the law to act as a court in workmen 
compensation cases, holding that the commis- 
sion “is vested with authority by law to take 
testimony and make awards.” The question 
of the authority of the commission had been 
a subject for contention for some time. Jn his 
decision the Chief Justice said: 

“If the position taken by the employers were 
tenable, in every case where an applicant was 
injured and the employer denied the fact, re- 
sort would have to be made to the courts. 
Such is not in keeping with the purposes of 
the enactments nor the basic principles upon 
which they are founded. They are intended 
to afford injured workmen or their dependents 
speedy and adequate means of securing com- 
pensation which the more humane and moral 
conception of our time requires.” 

New Agency Firm at St. Louis 

On January 1 W. A. O’Connor withdrew 
from the Charles L. Crane Agency Company, 
in St. Louis, Mo., having formed a partner- 
ship with Wm. F. Martin and Jos. P. Mitchell, 
the new firm name being Martin, Mitchell & 
O’Connor. 

W. F. Martin has been head of the W. F. 
Martin Agency, Mitchell has 
heen secretary of the Insurance Agency Com- 


while Jos. P. 


The new firm is general agent for the 
lines 


pany. 
Continental Casualty Company for all 
and the Globe Indemnity Company for surety 
lines, and in addition will represent a number 
of large fire companies in St. Louis. 
New Company in Cincinnati 

The American Liability Company of Cincin- 
nati, O., has been in Ohio and In- 
diana and is now applying for admittance to 
Virginia. 


licensed 


Pennsylvania, Kentucky and West 
The new company takes over the business of 
the American Liability of Indianapolis, which 
will cease writing. Besides accident and health, 
the new company will write automobile busi- 
ness. W. R. Sanders is president. 


Gustavus C. Weber of 1123 Broadway, New York 


city, an insurance broker, was arrested last week by 
Deputy Sheriff Murphy on a cherge of having re- 
tained premiums entrusted to him by the Cutting- 


Larson Company. 
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SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 














farm Stop! Look! 
s\ CHERALS Listen! 


Soe 
‘ 


/ CASUALTY 4 


SAND * A Michigan Company 


for 


Michigan People 





Detroit, Michigan Liberal Contracts to Live Agents 


ELMER F. DEARTH Upto the minute policies. Write us. 
President 














UNION RESERVE INS. CO. 


OF NEW YORK 


FIRE REINSURANCE ONLY 








OPPORTUNITY 


Capable life insurance man for superin= 
tendent or agency director. Good salary 
to the right man. Address E. S., care 
THE SPECTATOR, P. O. Box 1117, City 
Hall Station, New York City, N. Y. 











SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preterred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 


GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatré Building, Gary, Indiana. 
Wilbur Wynant, President. 


SOUTHERN LIFE AND HEALTH INS. CO. 
“‘Oldest and Best’ 


Has openings for good debit men and business 
producers. 
P. O. BOX 884 BIRMINGHAM, ALA. 
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INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequaled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 
TWENTY=NINTH ANNUAL EDITION, 1920 


The only work giving complete premium rates and policy 
forms of 170 leading companies. 

The Handy Guide presents the facts concerning premium 
rates. surrender values, policies and applications of the active 
life insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to. 


.gether. The volume also contains annuity rates, reserves upon 


various mortality tables and rates of interest, etc. 

Its value to every progressive agent is incalculable. 

In the many years of its publication The Handy Guide has 
maintained the highest reputation for reliability and complete- 
ness. 

Price, in flexible binding, $3.75 


Price, with thumb index, $4.00 


Vest Pocket 
Life Agents’ Brief 


1920 EDITION 


The most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. 

Premium rates for 125 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5 and 10 Year 
Periods. A new and valuable series of tables, showing divi- 
dends paid year by year for a period of ten years and the aver- 
age yearly cost for both fiveand ten year periods. Theschedule 
covers Ordinary Life, Twenty-Payment Life and Twenty-Year 
Endowment policies issued at ages 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 
panies, 

This edition of the Life Agents’ Brief also presents, for the 
first time, in compact form, the amount of annual dividends per 
$1,000 of insurance paid in the year 1920 on the three leading 
forms of policy contracts, viz.: ordinary life, twenty-payment 
life, and twenty-year endowments, issued during a period of 
five years. The dividends are given for ages at entry of 25, 
30, 35, 40, 45, 50,55 and 60. Bya concise form of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived at. 

Policy provisions clearly indicated for all companies under 
appropriate headings, including military and naval service 
clauses. 

Net cost shown for ten years of actual experience. No 
estimates or guesswork. 

Cash va'ues presented in most comprehensive form, 

The best and cheapest work for agents. 


Price, in flexible binding, $2.00. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE PUBLISHERS NEW YORK 
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THE SPECTATOR 


Casualty, Surety, Etc. 




















COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 


Semi-Annual Statement, 
December 31, 1919 


(Condeased from Statement to U.S. Treas. Dept ) 


$3,890,624 . 00 
1,000,000. 00 
564,840.00 


Admitted Assets. . 
CM ckvdaress 
ee 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 











NEW INVESTIGATING BUREAU 
Gerard Luisi Plans to Co-operate Work of 
Casualty Companies 
Gerard Luisi, head of the investigating de- 
partment of the Ocean Accident and Guarantee, 
has resigned to organize a new investigating 
bureau for the casualty and surety companies. 
He has opened offices at 16-18 Exchange 

Place, New York. 

The object of the new bureau will be to co- 
ordinate the work of the various companies 
handling burglary insurance so that large 
crimes may be investigated under one direc- 
tion. At present each company involved in a 
case sends its own investigators, who work 
independently of each other and often at odds 
without realizing it. The investigators of one 
company may know the location of a criminal 
being hunted by those of another company and 
never know that he is wanted. Mr. 
already a number of company subscribers to 
his service. It is expected that the companies 
will be able to do much more effective work 


Luisi has 


in keeping down the losses due to the “crime 
wave,” by acting in concert under Mr. Luisi’s 
direction. . 

Mr. Luisi is a widely known detective, hav- 
ing attracted favorable notice in connection 
with the attempted arrest of the international 
crooks, Vogal and his wife, in an uptown hotel. 
These two were killed as was an investigator of 
the arresting party. Mr. Luisi himself carries 
the marks of five bullets received at that time. 


Texas Manager for New Amsterdam 
The firm of Cravens, Dargan & Roberts of 
Houston has been appointed manager of the 
New Amsterdam Casualty Company for the 
new Texas department, with supervision over 
all lines. The agency of the Western In- 
demnity has been resigned, only the General 
Accident and New Amsterdam in the casualty 
department being retained. The firm named 
also has the management for Texas of the 

Potomac Fire of the District of Columbia. 


North American Accident’s New Policy 

The North American Accident Insurance 
Company of Chicago in its latest form of policy 
has instituted an innovation which is one of 
the most progressive undertaken in the past 
few years by any of the leading accident and 
health companies, and represents a decidedly 
new departure in accident and health insur- 
ance. For the first time, we believe, in the 
history of accident and health insurance a cash 
surrender or lapse value is offered to the in- 
sured by the company. These values commence 
after four full years’ premiums have been 
paid, and are effective either through cancella- 
tion by the company or lapsation by the in- 
sured. The policy also provides that if the in- 
sured dies during the time the policy is in force 
and after four full years premiums have been 
paid, the cash amount available at his death 
will be paid to the beneficiary. Another new 
feature of this policy is that it is unclassified 
with regard to age or occupation, thus making 
it particularly attractive to all those who are 
not listed in one of the preferred occupations, 


ss 





Business Integrity 


is important when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connecticn with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 
HANOVER BANK BUILDING 





but of course desirable selection must be made 
by the company. The policy provides a 
monthly income in case of accident or sickness 
either of a total or partially disabling nature; 
and provisions are also made for the payment 
of surgeon’s fees, hospital charges, and a cash 
payment on loss of sight, both hands, or both 





feet. - 
APPOINTMENTS IN THE ZURICH 
A. W. Collins New United States Manager 

The Zurich General Accident and Liability 
announces the appointment of Arthur W. Col- 
lins as United States manager following the 
resignation of Harold W. Letton as of De- 
cember 31, 1920. He has the title of manager 
and attorney. 

Mr. Collins, in his new capacity has ap- 
pointed John A. Diemand as assistant United 
States manager as of January 1. The new 
manager of the Zurich is a man of long and 
exceptional experience in the casualty business. 
His first training was received in the London 
office of the Ocean Accident and Guarantee, 
which corporation eventually sent him to Paris 
as manager there. Mr. Collins was later sent 
to the United States and when the Zurich 
entered this country was appointed assistant 
United States manager. On account of the 
wide interests of Mr. Letton, he has had virtual 
charge of the company’s offices in this country. 

Mr. Diemand gained his first experience 
under Dr. R. S. Keelor, when the latter was 
secretary of the Philadelphia Casualty. He 
entered the offices of the Fidelity and Deposit 
when the company named bought the Phila- 
delphia Casualty. Later he entered the head 
office of the Zurich and was subsequently 
placed in charge of the Eastern office as gen- 
eral superintendent. He will remain in the 
East as the interests of the Zurich here are 
considered of sufficient importance to warrant 
the presence of an executive officer. 








-The Horsham Live Stock Insurance Company of 
Ambler, Pa.. formally passed out of existence at its 
annual meeting in December. It had previously can- 


celed all policies and liquidated its assets. 
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Positions Wanted 


Actuarial 


Actuarial 














INSURANCE MAN 


with practice in accounting and actuarial depart- 
ments of life business, seeks connection with in- 
surance company in this city or neighborhood: 
Has references from members of the profession. 
Address Box 57, care of Tue Spectator, P. O. 
Box 1117, City Hall Station, New York City. 





MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 


Telephone Walnut 3761 














Prominent Agents and Brokers 


¢ 








LEON IRWIN & CO., Inc., New Orleans, La. 
) REPRESENTING 


American Eagle Auto- National Union | New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 








NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA.’ UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mar, ROCHESTER 


J. H. NITCHIE 


ACTUARY 
19 SOUTH LA SALLE STREET 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 








a egg: rhe ge CHICAGO 256 BROADWAY ay Sone 

PAUL L. WOOLSTON W. R. HALLIDAY 
INSURANCE EXAMINER, CONSULTING 

ACTUARY AND ACCOUNTANT ACTUARY 

MAJESTIC BLDG., DENVER, COL. INSURANCE EXCHANGE CHICAGO 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 














SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents! 


Box*351 


San Juan Porto Rico 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines. Iowa 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 























J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. : i 
Temporary money advanced on strictly private 

ents 


arrangements. j 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 


























Actuarial 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 


F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE DOURSE PHILADELPHIA 


























FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 





ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESS_ 
10 Jackson Place, N. W. Independent Life Buildt 


























MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


Insurance Lawyers 

















IRELAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, lreland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Actna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consu» at Bel- 
fast. Cables: Melldowie, Belfast. 
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Miscellaneous Insurance 














Insurance Examiners and Adjusters 











BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 
Phone Rector 8591-538-652 


INSURANCE ADJUSTERS 





Claim Investigations Appraisements (Auto Damage) 
Claim Adjustments Adjustments (Aero Claims) 
Auto Subrogation Claims 











ON THE PERSONAL SIDE 























LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 











Compensation Ruling in Ohio 

The Attorney General of Ohio has ruled that 
employers the Workmen’s 
Compensation Act cannot be in default in their 
premium payments and then escape liability 
to damage suits. When an employer in arrears 
of payments to the compensation fund pays 
after an employee is injured, such payment, it 
is held, does not deprive the employee of the 
right to sue the employer, or to an award of 
compensation made in an action to collect 
damages. Neither does it require the indus- 
trial commission to compensate the employee 
and exonerate the employer, he added. 

Only after an attempt’ to make collection 
fails can compensation be made to the em- 
ployee’ from the State fund, even after pay- 
ment of premium. 


operating under 


Stephen C. Foster and American Songs 

As a Christmas greeting, the Jnsurance Field 
sent to its friends copies of a little brochure 
containing an address by its erudite editor, 
Young FE. Allison, on “Stephen C. Foster and 
American Songs.” Mr. Foster was the author 
of “My Old Kentucky Home,” and the brochure 
is decorated with pictures of Mr. Foster and 
his former home at Bardstown, Ky. 


Paul Namm, adjuster for the Home Insur- 
ance Company, and Samuel Krasner, head of the 
Kresnar brokerage company, have formed a 
new concern to be known as the Namm- 
Krasner Company. Associated with the new 
company is Louis D. Krasner, formerly with 
Rogers & Freedman, Inc. 


M. G. Foster has become manager of the 
casualty lines handled by the Wray-Bern 
Agency. Mr. Foster was formerly associated 
with the Union Indemnity Company, whose 
Great Eastern department he managed. Prior 
to that he was connected with the Ocean Acci- 
dent and Guarantee. 


S. H. Quackenbush of the Royal left last 
Tuesday for Chicago, where he will assume the 
duties of assistant manager of the Western 
department of the company. Prior to his de- 
parture Mr. Quackenbush was tendered an in- 
formal luncheon at the Down Town Associa- 
tion, F. W. Day, manager of the New York 
department, presiding. 

James Keeley has been appointed superin- 
tendent of agencies at the New York office of 
the Royal Indemnity. 

Frank D. Tuttle, formerly special agent for 
the Sun Insurance Company in the State of 
New York, has been elected mayor of the city 
of Beverly, Mass. Since leaving this city about 
four years ago, Mr. Tuttle has been a resident 
of Beverly. 

M. B. Trezevant, manager of the insurance 
department of the United States Chamber of 
Commerce, delivered an address before the 
Insurance Federation of Pennsylvania at 
Harrisburg yesterday. 

Walter Kobbe has joined the insurance 
brokerage firm of Kneeland, Ireland & Colt. 
Hereafter the firm name will be Kneeland, 
Colt & Kobbe. 

Frederick C. Clarke, engaged in insurance 
in the State of Oklahoma City, who is passing 
a few weeks in the East, is this week in New 
York. 

Albert E. Brown has been appointed secre- 
tary of the Industrial Commission of Mary- 
land, to succeed W. P. Wachter, resigned. 


George Hack, for some time placer for the 
firm of Schiff, Terhune & Company, has joined 
the staff of Frank J. McNulty & Company, 
where he will be placer and manager of the 
insurance department. 

Miss Rowena Harrison has been appointed 
director of claims for the Industrial Commis- 
sion of Maryland, succeeding J. Lloyd Harsh- 
man, resigned. 

C. A. Browning has become associated with 
the firm of Neil Pearce & Company, Inc., as 
average adjuster. Mr. Browning acquired his 
insurance training in London, where he was 
for a long time associated with one of the most 
extensive brokerage concerns in England. 


R. N. M. Pearce, head of the insurance firm 
of Neil Pearce & Company, Inc., sailed last 
week for Europe. He will be absent for about 
two months in the interest of business. 


Franklin D. Roosevelt, formerly Assistant 
Secretary of the Navv, will be tendered a din- 
ner at Delmonico’s Friday night by his col- 
leagues of the Fidelity & Deposit Company 
of Maryland. 


CRUM & 


Norman C. Griffith, special agent for the 
Iowa Bonding and Casualty of Des Moines, 
and Miss Mabel Thompson of Park Ridge, 
Chicago, were married last week. They will 
live in Des Moines. 


Vernon G. Pierson has been designated by 
the Fidelity & Deposit Company to manage the 
newly established branch. office at Syracuse, 
from which central New York business will be 
conducted. 


James A. Church, manager of the Columbus, 
Ohio, district of the Mutual Life Insurance 
Company, last week entertained officers, em- 
ployees and field men to a dinner. Covers 
were laid for forty. 


Miss Grace Covert of Trenton, N. J., and 
William H. Howell of Morrisville, Pa., both 
attaches of the main offices of the Standard 
Fire Insurance Company, are to be married 
some time within the next few weeks. 


Samuel J. Rice has been appointed field 
supervisor for the Liberty Life of Topeka. 
\Ir. Rice has been superintendent for the 
Prudential Life in the Topeka district for 
seven years and has been with that company 
for twenty-three years. The Liberty Life was 
but recently organized, but has enjoyed a won- 
derful business. Mr. Rice will have general 
charge of the entire agency force of the new 
company. 

A. R. Monroe, president of the Newark 
Fire, with Mrs. Monroe, is making a trip to 
the Pacific coast. 

H. B. Warner, for some time general man- 
ager of the Automobile Insurance Company of 
Mason City,, Ia., has been made general man- 
ager in Iowa for the United States Casualty 
Company. 

Robert Gambles of the Eagle Star and 
British Dominions, has returned from a visit 


to the office of the company in Canada. He ex- 
pects to return this month to England. 
Robert E. Cadigan, special agent for the 


Crum & Foster Companies in Western Penn- 
sylvania, has accepted a position in the adjust- 
ment bureau as staff adjuster at the Pittsburgh 
office, where he succeeds William F. Ingraham. 

S. J. MacMinn has been appointed special 
agent in the State of Pennsylvania for the Sun 
and the Patriotic Insurance Company, with 
headquarters in Philadelphia. 


Norman T. Robertson, new president of the 
American Eagle Fire, arrived in New York 
and took up his labors Monday of this week. 
A giant bouquet of roses greeted him at his 
desk. 


FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET 


United States Fire Ins. Co., N.Y. 
Richmond Ins. Co., N.Y. 
Potomac Ins. Co.. Washington, D.C. 


F. M. GUND, Mgr. Western Dept. 
Freeport, IIlinols 
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NEW YORK CITY 


The North River Ins. Co., N.Y. 
Union Fire Ins. Co. Buffalo, N.Y. 
United States Underwriters’ Policy, N.Y. 


HAROLD JUNKER, Mgr. Pacific Coast Dept. 
San Francisco, California 
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A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and make 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself (Issued in May, 1917). 

Showing the Advantages of Saving vs Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice (Issued in May, 1917). 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 


Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 


Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $10; per 500, $7; per 100, $2. 


Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 


It Helps You Along. 
A strong appeal to the uninsured and the under 


insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 


What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 


A Legacy For You. 
Unique life insurance leaflet just published. 
Limited payment endowment and income in- 
surance presented in a novel way. Fine busi- 
ness getter. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $3. 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 
Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 














NEW EDITION 


Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


A second edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Law, 
State and Federal, under six topics as follows: 

1 The nature of the tax and the constitutional 
principals that limit and control its imposition. 

2. The different transfers taxable, viz., by will, 
interstate law, gift in comtemplation of death, 
life insurance, etc. 
The parties and their interests, residence of the 
decedent, relationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 
The property transferred and the problems aris- 
ing out of its situs and valuation. 
Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from those States are 
cited where applicable. 
General resume of the status and an extended 
discussion of the provisions of the Federal and 
Wew York acts. 

There was quite a wide sale of the first edition af this book 
published in 1917, and among insurance men it attracted much 
attention and numerous copies were sold. 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the revised statutes of the several States and the latest 
Federal Act. 


Life Insurance and Inheritance Taxation 


Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field, for the following reasons. 

No State but Tennessee taxes life insurance when 
payable direct to the beneficiary and not to the estate. 

The Federal statute of 1919 taxes insurance poli- 
cies aggregating more than $40,000 as part of the 
estate, although payable direct toa beneficiary. This 
provision is of doubtful constitutionality. 

The increase of inheritance taxation, both State 
and Federal, makes it advisable to create a sinking 
fund through life insurance for the payment of such 
taxes in order to preserve intact the securities of an 
estate. 

Every estate of $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, 
except in South Carolina, Alabama and Florida, and 
the District of Columbia. In addition to this, nearly 
every State taxes the transfers of stock in domestic 
corporations held by non-resident decedents. 

These facts and many others of interest to life insurance agents 
and investors appear in the new edition of Gleason & Otis on 
Inheritance Taxation. This is the only work on the subject 
published in five years and contains all the statutes, both State 
and Federal. 

The special chapter on life insurance, page 157 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One volume, 1205 pages, bound in Buckram 
Price per copy, $10.00 
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